Burroughs 


eating 


Perry Ty a ee ers 
PCC SRGEE 
‘_ starement posting | fem | | tt | fh | | 


nore: <= BUIIKISS ACCGURTS, SANK A 
AB-ecaceva. accounts, cann A 





(| 











NABACGC CONVENTION: Includes report on dual posting research study (See 


This Month: 


BANK OPERATIONS FORUM by The Editors 
HINTS ON CONDUCTING STOCKHOLDER MEETINGS by Ed Tyng 
EMPHASIS ON HOME IMPROVEMENT LOANS by J. R. Pursell, Jr. 











als aiid, pouszg 











Merry ce anda 


prosperous lh annwersary 


vear lo the (fs 
Beanters (fs 


Safety Paper Division 
HAMMERMILL PAPER COMPANY 
Erie, Pennsylvania 








— oe ee es lhl lc UCU 












LETTERS 

















°° All-Purpose’? Banks 


Sirs: As you know, many attempts 
have been made to give commercial 
banks a designation which would indi- 








cate their broader scope of services. 
Along this line, the Bergen County 
Bankers .Association has introduced a 
series of six newspaper advertisements 


referring to its members as “all- 
purpose” banks. So far as we know, 
this is the first time that this ter- 
minology has been used. 

The advertisements use the question 
and answer technique to distinguish 
the difference between an all-purpose 
bank and other financial institutions. 

WILLIAM KRIEGER, 

Public Relations Consultant, 

Leonia, New Jersey 
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Sports Car Display 


Sirs: Three youthful admirers found 
the Berkeley sports car, shown below, 
just to their liking as they gave it a 
close inspection at the Chicago Na- 
tional Bank. Two of the English auto- 
mobiles, the sports car and a racing 
model, were displayed in our lobby to 
call attention to the fact that we 
“finance sports cars and _ standard 
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models—also trucks, boats, airplanes, 
and farm equipment.” 

Raymond W. Foote, vice-president of 
the personal credit department, right, 
arranged for use of the cars with 
Imperial Motors, Inc. 

Guy W. STEAGALL, Manager, 

Public Relations Department 

Chicago National Bank 

Chicago 90, Illinois 
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Business Tonie 


Sirs: We enclose a_ brochure, ‘The 
Awakening of Rhode Island, which we 
hope you will find interesting. It de- 
scribes a boot-strap program of busi- 


THE AWA 


ness management to restore the state’s 
economic health. 

Begun a year ago, this program can 
already point to tangible accomplish- 
ments: Enactment of a new State Un- 
employment Compensation Law, which 
was passed by the legislature one day 
and signed by the Governor the next 
day; release of the study, “Rhode 
Island’s Industrial Balance Sheet,” 
which contains an objective appraisal 
of the state’s assets and liabilities as 
a business location; and sponsorship 
of business climate seminars. 

WILLIAM W. WHITE, 

Executive Vice-President, 
Rhode Island Hospital Trust Co., 
Providence, Rhode Island 
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Hooping It Up 


Sirs: We are enclosing a picture 
showing some of the contestants in our 
recent hula hoop contest. It was held 
in our parking lot on a Saturday morn- 
ing and proved very successful. 

The 200 contestants all received 
gifts of suckers, pencils and bubble 
gum. They were divided into three age 
groups: 4 to 6 years; 7 to 10 years; 
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and 11 to 14 years. First, second and 
third prize winners in each group re- 
ceived savings accounts at the bank. 
EMILy H. WomMACH, 
Secretary and Assistant Cashier, 
The Sussex Trust Company, 
Laurel, Delaware 
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Happy Holiday » 
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The First National Bank of Chicago 


Dearborn, Monroe & Clark Streets * Building with Chicago since 1863 
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Upturn Foreseen in 
Sales Finance Business 


An increase of from 10 to 33 per 
cent in new car sales, stronger appli- 
ance sales and continued improvement 
in credits and collections are among 
the predictions made for the 1959 
model year by sales finance company 
executives at the recent American 
Finance Conference in Chicago. 

Car market up. General consensus of 
these experts is that domestic new 
car sales will total from 5,000,000 to 
5,250,000 this year. In addition, Max- 
well C. King, retiring chairman of the 
AFC executive committee and presi- 
dent of Pacific Finance Corporation, 
Los Angeles, pointed out that sales of 
imported cars should approximate 
400,000 units. 

The automobile buying trend has 
already changed, according to E. F. 
Wonderlic, president of General Fi- 
nance Corporation, Evanston, Illinois. 
For the first time in 12 months, he 
added, his company’s new car instal- 
ment credit showed an increase in 
volume during October. Volume for 
the month increased 18 per cent over 
the same month last year. Most of this 
increase was noted in the last week 
or 10 days of the month, he said. 


Shorter terms. Although some 50 per 
cent of all new car sales that are 
financed have instalment terms calling 
for repayment in 36 months, maturities 
should decline, added Francis J. Con- 
way, head of Thorp Finance Corpora- 
tion, Thorp, Wisconsin. He said this 
would result from sales finance com- 
panies actively recommending to 
dealers that they keep their terms 
short. Consumers are also asking for 
shorter terms, he noted. 


Even though finance company delin- 
quencies rose sharply during the late 
months of 1957 and early in 1958, they 
are now back to normal and offer no 
cause for alarm, reported F. R. Wills, 
president of General Acceptance Cor- 
poration of Allentown, Pennsylvania. 


Nearly all the 1,000 members of the 
independent sales finance companies 
attending the 25th anniversary meet- 
ing looked for an increase in the financ- 
ing of appliances. A volume increase 
of 10 per cent or more in white goods 
would not be surprising this year, ac- 
cording to Thomas H. Rogers, AFC 
executive vice-president. 


Rates steady. Consumer cost of fi- 
nancing the purchase of durable goods 
should remain about the same during 
1959 as in 1958, according to David 
D. Steere, president of Allied Finance 
Company, Dallas, Texas. Recent in- 
creases in the prime rate have been 
absorbed by the finance companies, he 
added. This absorption has a limita- 
tion, he noted, and if further prime 
rate increases are made, they will of 
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RAY H. MATSON 





FRANK D. TERRY 


Present banker viewpoints at finance company convention 


necessity show up in consumer rates. 
Such increases are visible first in 
wholesale credit transactions, he con- 
cluded, and usually appear much later 
in retail credit charges. 

In the past year the basic soundness 
of the sales finance business has been 
proved and thé industry can now look 
forward confidently to a thriving fu- 
ture, predicted Ray H. Matson, vice- 
president of the First National Bank 
of Chicago. 

Mr. Matson pictured the recent re- 
cession as a time of trial for the sales 
finance industry. Despite the avail- 
ability of easy terms, he said, con- 
sumers hesitated at taking on more 
instalment debt for three reasons: re- 
payment of existing debt; a feeling of 
insecurity caused by unemployment; 
and a lack of enthusiasm for mer- 
chandise being offered. 

Optimistic outlook. Business condi- 
tions will continue to improve, Mr. 
Matson opined, providing a firm base 
for further economic expansion. There 
will also be a rise in consumers’ in- 
come and their willingness to buy, he 
said. The money market will be 
stronger, with short-term notes either 
level or possibly upward as business 
conditions improve. 

In commenting on the relationship 
between a commercial bank and its 
finance company customers, Frank D. 
Terry, vice-president of The First 
National City Bank of New York City, 
noted that any such relationship must 
be mutually” profitable and pleasant. 
The men representing both organiza- 
tions, he added, must have confidence 
and respect in each other. The finance 
company’s management team, he con- 
tinued, must also be willing to discuss 
with the bankers all of the affairs of 
the corporation with unrestricted can- 


dof and on a basis of realistic, soundly 
prepared estimates of future events, 
rather than on optimistic expectations. 

Mutual benefit. “The maintenance of 
lines of credit to finance companies 
with a wide geographical pattern is of 
real value to a bank.” he stated, “for 
several reasons besides the obvious 
customer-banker relationship. Among 
them are. (1) Senior finance company 
officials tend to visit their banks more 
frequently than the top management 
in other industries and from them the 
banker is able to obtain a first-hand 
impression of the existing economic 
conditions in various sections of the 
country. (2) Most of the products 
financed by the sales finance com- 
panies are manufactured by corpora- 
tions, many of which are numbered 
among the bank’s customers and a 
knowledgeable outside opinion as to 
the outlook for sales and distribution 
of those products is readily available 
through the men who finance them. 
(3) The principal commodity of both 
the banks and finance companies is 
money, and the management of both 
organizations must be intimately fam- 
iliar with money market conditions. 
However, it seems that while the 
banker may be intimately familiar 
with the money market in his particu- 
lar area, and to a degree, regarding the 
national situation, the financial man- 
agement of the larger finance compa- 
nies is intimately acquainted with the 
situation in all or most of the country.” 

Sources of funds. James A. Howe, 
investment analyst, Salomon Bros. & 
Hutzler, New York City, pointed out 
that the smaller loan company can 
widen the sources from which it draws 
funds by making itself better known 
locally. This can be accomplished, he 
added, by adding a prominent busi- 
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United Artists Corporation 


Film production: loan guarantee minimizes lender’s risk 


nessman or banker to the board, or by 
becoming more closely acquainted with 
local insurance companies, other fi- 
nancial institutions, or investment 
houses. In some cases, he noted, fi- 
nance companies themselves, or local 
investment houses have raised pre- 
ferred stock or junior subordinate 
money in their own territory on their 
local reputations, by small intrastate 
offerings through local investment 
bankers at costs much lower than they 
could have hoped to realize in the big- 
ger markets. 

Newly elected officers of the Ameri- 
can Finance Conference are David D. 
Steere and E. F. Wonderlic, who have 
been named president and chairman of 
the executive committee, respectively. 
Both served as AFC vice-presidents 
last year. Robert R. Snodgrass, presi- 
dent of Atlas Finance Co., Atlanta, 
Georgia, was elected vice president 
of the group, as was Mr. Wonderlic. 
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New Loan Plan Reduces 
Movie Financing Hazards 


Financial backing of independent 
movie makers, at one time an almost 
hopeless cause due to the high risk 
involved, today is eonsidered sound 
investment by bank and finance com- 
panies engaging in the business. The 
evolution of a loan program for the 
movie industry is closely allied to the 
recent history of the industry itself. 

Since the end of World War II, 
movie magnates have been beset with 
troubles. First, the advent of television 
cut heavily into box office receipts. 
Then the government won an antitrust 
suit against the major producers in 
the industry which forced them to sep- 
arate their privately owned theatre 
chains from their production com- 
panies. In short, film companies were 
told that they could make movies but 
could not determine when and where 
they would be shown. 

This led to the rise of the independ- 
ent producer but at the same time 
created a big problem for banks that 


were asked to finance the ventures. 
Because there was no set pattern of 
distribution, banks were often at a loss 
to know how successful a movie would 
be. In addition, the cost of producing 
a film increased steadily, which only 
added to the amount of risk involved. 

Successful program. When the situa- 
tion reached this point, Walter Heller 
& Company, a commercial finance com- 
pany in Chicago, Illinois, worked out a 
successful program in cooperation with 
United Artists Studios. Here is how it 
works: The key to the whole program 
is the movie distributor. He guaran- 
tees the loan from the bank or finance 
company to the producer. In turn, 
the distributor gets part ownership of 
the film and from 30 to 40 per cent of 
the gross profit for his distribution 
services, 

At least four large banks are said to 
be currently loaning money to the In- 
dependents on this basis. They are the 
Bank of America, San Francisco, Cali- 
fornia; Security-First National Bank, 
Los Angeles, California; Bankers Trust 
Company, New York City; and the 
Chemical Corn Exchange Bank, New 
York City. 

Other safeguards for the lender are 
also included in the program. The bank 
is given a “completion guarantee” in 
the form of cash from the producer. 
This assures the bank that it can get 
its money if the picture is not com- 
pleted on schedule. The bank also 
holds a mortgage on the negative and a 
pledgeholder’s agreement with the lab- 
oratory that processes the film. This 
gives the bank control of the film and 
requires the laboratory to follow the 
bank’s instructions regarding the film’s 
disposition. 

Relatively low rate. Bank loans 
usually run for an average of 18 
months at a 6 per cent interest rate. 
This is considered a relatively low rate 
in view of the large amount of paper 
work involved plus the fact that pro- 
ducers are not required to maintain 
compensating balances in the bank. 
Finance company rates are higher. 

The distributor agrees to turn over 
the film’s income to the loaning agency 
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‘Phere are stars in the sky 7 


as well as thunder and lightning 





ill in the earts of men 
as. There’s a warm welcome for the neighbor 


ing the horizon, sometimes building up to frightening 
nderheads. Angry voices thunder without reason—and 
eats, like lightning, break and crash over the people’s 
‘ s. »« Yet the eternal stars are there—stars of Hope, 


of Faith, of Love—now dimmed or hidden by the clouds 
ow breaking through with a clarity and brilliance and 
} ength that will not be denied. »« May these stars 
be seen and followed by the wise men of all nations. 


May they light the path to peace. 
t is the Christmas prayer of the people. 


CHRISTMAS 1958 BANKERS TRUST COMPANY, NEW YORK 


Once more we reprint this now familiar prayer of ours, exactly as it was written eleven years ago. 





until the debt is paid. In this case, 
income is the amount of receipts left 
over after percentages have been de- 
ducted for distribution and advertising. 


A similar program has recently been 
developed for producers of television 
films. Banks will not finance pilot films 
for a proposed TV series. But once a 
series has been sold, they will loan the 
producer money, generally on a basis 
that guarantees the lending agency a 
cut of the payments from the sponsor. 

Extra guarantee. Showing a series 
of films over a national TV network is 
. considered similar to financing a regu- 
lar movie through a distributor. 

Financing a series of films for a TV 
syndicator is more complicated. A 


syndicator must complete a whole 
series of TV films in advance rather 
than just one pilot film. The cost for a 
39-week series is almost $2 million. In 
this case, the credit standing of the 
syndicator is the most important ele- 
ment considered by the lending agency. 
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Capital Investment Firm 
Prospers, Expands 


Charterhouse Canada Limited, which 
specializes in providing permanent or 
semi-permanent capital to small busi- 
nesses in Canada, has increased its 
common share capital to $2 million. 

Profitable operation. The Toronto- 
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A Trogon is a tropical American bird with bright plumage. He’s 
one of the more than 400 varieties that make Arizona so cheerful 


for bird-watchers and listeners. 


Arizona may be ecstatic for the ornithologist, but it’s fantastic 
for the statistician. Growth figures swell so rapidly that compto- 
meter crews habitually work overtime. People keep winging in 
on every breeze from everywhere. They wear a variety of plumage 
—Ivy League and blue denims; sombreros, Stetsons and homburgs. 
Like the Trogon, they’ve determined to nest in the fastest-growing 


state in the Union. 





Even the birds know that Arizona’s indus- 
trial progress is strictly for the people. Shed 
your heavy winter plumage and come on out 
and preen in the sunshine. “Arizona’s Bank” 
will be glad to answer all your inquiries. 
Drop us a letter! 


‘Onitgona’e Bank” 


Largest Bank in the Rocky Mountain States. = 
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Particularly for small business 


based firm, which is a subsidiary of 
Charterhouse Industrial Development 
Company Limited, London, England, 
was founded in 1953. It has shown a 
profit in each of the last five years. 
Its investment portfolio totals slightly 
less than $2 million, based on the 
original cost to the company. About 40 
per cent of its holdings are in deben- 
tures and notes, and the balance is 
about equally divided between pre- 
ferred and common shares in 10 enter- 
prises operating in Quebec and On- 
tario, the three Prairie Provinces and 
British Columbia. 

In line with its capital expansion, 
Charterhouse Canada has published a 
new edition of its booklet “Capital for 
Industry.’’ The publication gives a gen- 
eral outline of the company’s program 
which is aimed at filling the gap in the 
capital market, enabling smaller com- 
panies to raise additional capital 
through channels other than those that 
are open only to the larger companies. 
Further details can be obtained from 
Charterhouse Canada Limited, 60 
Yonge Street, Toronto 1, Ontario. 
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Taleott Expands Activities 


In the third expansion of its activi- 
ties in the past four months, James Tal- 
cott, Incorporated, New York City, one 
of the country’s largest financing and 
factoring firms, has purchased the capi- 
tal stock of Lexington Corporation of 
Boston, Massachusetts. Lexington is a 
well known New England commercial 
finance firm with an annual volume of 
more than $20 million. Terms of the 
acquisition were not disclosed. 

Previous to its acquisition of Lex- 
ington, Talcott acquired Credit-Amer- 
ica Corporation, New York City, last 
August. Credit-America is a pioneer in 
the commercial installment finance busi- 
ness. In October, Talcott acquired a $5 
million portfolio from the Chicago 
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INSURANCE PLAN 


@ TO GIVE YOU PROMPT SETTLE- 
MENT IN CASE A MORTGAGOR DIES 


@ TO HELP BRING IN NEW AC- 
COUNTS BY OFFERING LOW-COST 
PROTECTION AND THE STRENGTH 
OF PRUDENTIAL’S NAME 


Now you can help eliminate the legal 
problems and the possibility of having 
to repossess and resell when a mortgagor 
dies—and at the same time offer prospec- 
tive mortgagors a low-cost protection for 
themselves. 


Prudential’s new Group Creditors Mort- 
gage Insurance is as simple in practice 
as it is sound in principle. Life Insurance 


HOME OFFICE: NEWARK, N. J. * 


December, 1958 


LIFE INSURANCE * 


coverage, on a Group basis at low Group 
rates, is provided on the lives of your 
eligible mortgagors, equal to the amount 
of the individual mortgage (subject to 
legal and underwriting limits). As the 
mortgage is reduced, the Life Insurance 
protection is reduced accordingly; if the 
mortgagor dies you—the mortgagee—are 
paid the full amount of the insurance to 
be applied toward paying off the mort- 
gage. Prudential furnishes you simple, 
streamlined forms to administer the plan 
along with easily understood literature 
to explain the benefits of the insurance to 
prospective mortgagors: 


On the average, one out of every six of 
your potential customers already has some 
form of Prudential insurance. So help 


ANNUITIES + 


SICKNESS & ACCIDENT PROTECTION * GROUP INSURANCE 


bring in new accounts by offering this low- 
cost protection backed by the strength 
of Prudential’s name—and at the same 
time assure your institution of prompt 
settlement in case a mortgagor dies. 


You can get the complete details of 
Prudential’s new Group Creditors Mort- 
gage Insurance by mailing the coupon. 
*This coverage is not available in a few states. 


To: Group Dept. The Prudential, Newark 1, N. J. 
Please send me your free booklet giving de- 
tails on Group Creditors Mortgage Insurance. 


NAME 





ADDRESS. 





CITY & STATE 





THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


* GROUP PENSIONS 











office of Merchants Acceptance Com- 
pany. The company also entered a 
three-way partnership in August to aid 
the finaticing of business growth in 
Puerto Rico, by giving assistance to the 
island’s first commercial credit firm, 
National Credit Company. 

Talcott is one of the few companies 
in the country engaged in all phases of 
industrial finance. In 1957, the com- 
pany processed nearly $750 million in 


| peceivables. 


%& OVERSEAS OFFICES * 


New York, Rio de Janeiro, Sado Paulo 
Buenos Aires, London, Hamburg, Alexandria 
Calcutta, Bombay, Karachi, Vientiane 
Singapore, Hong Kong ond 15 Repre- 
sentative Offices in Other Countries 


% DOMESTIC OFFICES * 


Tokyo, Yokohama, Nagoya, Osaka, Kobe 


and Other Main Cities in Japan 


THE | 
BANK OF TOKYO, 


LTD. 


HEAD OFFICE: TOKYO, JAPAN 


*% AFFILIATE x 
THE BANK OF TOKYO OF CALIFORNIA 
San Francisco, los Angeles, Gardena 
% SUBSIDIARY * 


THE BANK OF TOKYO TRUST COMPANY 
New York 
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New Credit Course 


Dun & Bradstreet, Incorporated, 
will introduce a correspondence course 


. 


in financial and credit analysis next 
month. The course, which has been pre- 
pared by the company’s Business Edu- 
cation Division, will be offered to the 
general credit public. 

Designed to help both the beginner 
and the professional, the course con- 
sists of 17 chapters. Nine chapters are 
devoted to financial statements, com- 
parative analysis, working capital anal- 
ysis, sales analysis, and the techniques 
and applications of analyses. 

A detailed outline of the course, 
along with information about the time 
required, tuition, and other particulars. 
can be obtained by writing to the Busi- 
ness Education Division, Dun & Brad- 
street, Incorporated, 99 Church Street, 
New York 8, New York. 








The Use of Charts in Bank Management 
(No. 1 of a Series) 


By Arthur J. Linn 
Vice-President, The National Bank of Washington, Washington, D.C. 








“How are we doing?” is a casual 
question frequently asked at bank 
board meetings. In nine cases out of 
ten the question refers to growth of 
deposits, the customary measure of a 
bank’s progress. 

While the absolute trend of deposits 
in the individual bank is of course 
serviceable to management, the value 
of this statistic is materially enhanced 
if a yardstick can be developed to 
show the deposit standing of the sub- 
ject bank in relation to competition. 
In other words, the more discriminat- 
ing question would be “How are we 
doing in relation to our competitors?” 

There are many sources of data on 
bank deposits—The Office of the Comp- 
troller of the Currency, the Federal 
Reserve Banks, the State Bank Commis- 
sioners and finally the local newspapers, 
which are probably the most convenient 
mediums for the majority of banks. 
It is no trick to watch for 
published reports of con- 
dition in any given trade 
area, clip them and tabu- 
late the deposit totals. 

At this point, it is prac- 


| ticable and revealing to 


stack the area totals up 
against the published to- 
tals of the subject bank on 
a sheet of chart paper 
similar to the one illus- 
trated. 

The illustration is what 
is known as the “ratio 
grid”. The advantage of 
the ratio grid over the 
plain scale chart is that 
the former gives compar- 
ison in terms of rate of 
change or _ percentage, 
whereas the latter com- 
pares the actual quantities. 
Each scale performs its 


function but what we are looking for 
here is the relationship of the progress 
of “your bank” with its competition. 
These sheets can be obtained with a 
time-series up to twenty years. 

The little figures at the left of the 
chart grid can be used to represent 
thousands, millions or hundreds of mil- 
lions, depending on your own situation. 

For a few dollars (and I mean single 
dollars, not hundreds) and a few min- 
utes time occasionally, your bank can 
maintain, in chart form, a running rec- 
ord of basic banking factors that will 
be much more valuable to management 
than the tables of figures from which 
the charts are produced. 


Editor’s note: This is the first of a 
series of eight short articles on the use 
of charts in bank management. Next 
month Mr. Linn will write on “Deposit 
Turnover.”’ 


A few dollars, a few minutes of time 
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RETAIL SALES uP in a rising trend. In the 
first quarter of 1957, taxable sales by 
retail stores reached an all-time peak in 
Southern California, seasonal factors con- 
sidered. The recession low was reached 


BUSINESS CONDITIONS IN 


After climbing for five straight months, 
this Bank’s index of business activity 
declined moderately in September. 
Even so, the index exceeded the year- 
earlier level for the second successive 
month. 

At 190.3, the index was 0.5 % above 
the September, 1957 level and only 
0.5% below the all-time high of 
July, 1957. Adjusting for population 
growth, this index is 3.4% below last 
year on a per capita basis. 


UNEMPLOYMENT DECLINED in Southern 
California between August and Sep- 
tember. However, the decline was less 
than is usual at this time of the year. 


MANUFACTURING EMPLOYMENT INCREASED 
in the Los Angeles area to 703,800 in 
September, a 3,600 gain over August. 
This exceeded the usual seasonal rise. 
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TOTAL BUILDING AND CONSTRUCTION UP in 
Southern California. A substantial in- 
crease was shown during September, 
reaching a seasonally adjusted rate 
equivalent to $3,188,000,000 per year — 
12% over August and 34% over Septem- 
ber last year. 
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THE INDEX ABOVE is a weighted average 
of 14 seasonally adjusted business series. 
SOUTHERN CALIFORNIA These series, with their percentage 
weights, are as follows: Los Angeles 
AIRCRAFT EMPLOYMENT in the Los bank debits, 10; bank debits in residen- 
tial cities, 5; bank debits in agricultural 


: cities, 5; department store sales, 15; 
September. This was the second month building permits, 10; enpinecring cen- 


of improvement in this key industry. —_ struction contracts awarded, 1; real 
Aircraft-missile employment con- estate. sales activity, 4; motion picture 
tinued to rise in the San Diego area. employment, 2; manufacturing employ- 
HOME BUILDING ACTIVITY INCREASED ment, 8; apres worked in iy a 
slightly in Southern California during _— f@cturing, 10; electric power used by 


“14: industry, 14; petroleum production, 2; 
ccratte, Hine at tet cdc railroad freight volume, 6; telephones 


Angeles area increased slightly in 


showed gains over August. A sharp AH 

drop in apartment construction TOTAL EMPLOYMENT UP in the southern 
accounted for most of a decline in half of the state by more than 25,000 in 
Los Angeles county. September, which was more than twice 


the seasonally expected gain. In the Los 
Ths ineteriel en this pees wae'eie Angeles area, the increase amounted to 
densed from this Bank’s own Monthly 18,500 persons, and brought the total om. 
Summary of Business Conditions in ployed to 2,507,900 —a level only 1.2% 
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An Obstacle to “Personal Cheque Accounts”? in Britain 


By F. W. Mueller 


Chairman, Finance Department, College of Commerce, DePaul University, Chicago, Illinois 














On October 1 the Midland Bank in 
England began a personal checking 
account service aimed at a segment of 
the population—the working class— 
which up to this time had been almost 
completely by-passed. 

While such a move has been in the 
“talk” stage for years among the big 
city banks, some of them are appar- 
ently waiting until the payment of 
wages by check becomes legal. 

This obstacle to any general effort 
to popularize checking account deposits 
by the working class is known as the 
Truck Act of 1831, which stipulates 
that employers in certain specified 
trades or industries must pay their 
employees in “current coin of the 
Realm only,’ which means Bank of 
England notes and coins rather than 
by check. 

Varying viewpoints. The matter has 
increasingly been given space in the 
press, and “payment by: check” has 
become an every-day subject for con- 
versation. As might be supposed, the 
opinion “for or against”’ varies depend- 
ing upon the group interests involved. 

There appear to be two groups in 
favor of voiding the Truck Act so that 
wages may be paid by check. These 
are the employers and the larger city 
banks. The employers would welcome 
the opportunity to cut costs through 
eliminating the manually handled cash 
“wage packet,” substituting check 
mechanization. The banks view such 
a change with favor for the obvious 
reason that their deposits would be in- 
creased to some extent. This, however, 
might not be all net gain, for against 
this increase in deposits the banks 
might be faced with long queues on 
pay day, waiting merely to cash their 
checks rather than depositing them. 
This would entail, it is feared, some in- 
crease in staff and thus have adverse 
effects on profits. Furthermore, it 
might conceivably require adding more 
branches, or expanding existing ones, 
for while branches are widespread in 
England it does not follow that they 
are now spaced to accommodate this 
particular type of activity. 

At first, it is feared, a small charge 
might have to be levied against such 
personal accounts, which would act as 
a deterrent. The more optimistic say, 
however, that after the program gets 
under way and personal accounts multi- 
ply, it might even pay the banks to offer 
a small return to encourage the build- 
ing up of balances. 

Trade opinion mixed. Tradesmen have 
responded to these prospects with 
mixed reactions. The problem so far 
as they are concerned revolves around 
their responsibility for “cashing 
checks” on pay day. One group argues 
that such a move would be beneficial, 
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since they can’t sell goods unless they 
get prospects into their store. If these 
prospects come in with claims for 
money, some of the latter is bound to 
be left with the shopkeeper, which will 
augment his sales by that amount. 

But there are also strenuous objec- 
tions from another segment of trades- 
men. They contend that if one trades- 
man in a neighborhood cashed checks, 
the others will be bound to follow suit 
or lose business. This means that on 
pay day, each shop must be plentifully 
supplied with cash, being offset by 
subsequent check deposits. There will 
be an enormous “churning” of the 
shopkeepers bank accounts, it is ar- 
gued, and this will increase their costs 
through bank charges or the require- 
ment of higher balances. 

Thus the attitude of tradesmen can 
readily be described as mixed. 

Labor group opposed. A third group 
of interested individuals is of course 
labor itself. The spokesman for this 
group is the Trades Union Council 
(T.U.C.). The T.U.C. is unalterably 
opposed to the proposed change. A 
major reason for the objection is the 
difficulty of cashing checks. In the 
absence of any personal account, or a 
branch where check-cashing is conven- 
ient, the worker rather than being 
“paid” is left with merely a piece of 
paper—not “coin of the Realm.” A sec- 
ond reason cited is that if check pay- 
ment is established, pressure may well 
be brought against the person who 
wants “coin” and thus his continued 
employment becomes highly vulner- 





The Author 


Mr. Mueller is spending a year in 
Europe, studying the banking sys- 
tems and money markets in Eng- 
land, Holland, Belgium, France, 
West Germany, Switzerland and 
Italy. It is his thought that, in view | 
of the increased stake of the United 
States in international affairs, it is 
highly desirable for bankers in this 
country to familiarize themselves 
more thoroughly with foreign finan- 
cial institutions, in terms of their 
similarities and differences with U.S. 
counterparts. Concurring with this, 
Burroughs Clearing House will pub- 
lish a series of Mr. Mueller’s reports 
from abroad in subsequent issues. 











A qualified “outside” observer 


able. Again it is said that the cashing 
of checks would have to be done on 
the employee’s own time which is held 
to be inequitable. Also, it is pointed out 
that the available time of the employee 
for check cashing may not coincide 
with banking hours. Finally, with all 
candor, it is noted that check payments 
will reveal the exact amount of the em- 
ployees earnings to his wife! 

Repeal bill introduced. It was against 
this background that early in 1958 a 
bill to amend the Truck Act of 1831 
was introduced in the House of Com- 
mons. The main object of the bill was 
to pe-mit “nayment of wages by a 
direction by the em-loyer to his bank 


Check plan pushed despite handicap of cash wage payments 


Example of Midland Bank promotion to popularize personal checking 
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to tiansfer the appropriate amount 
from his bank account to his employees 
bank account, or by a cheque drawn 
by the employer, specially crossed for 
payment into the employees bank ac- 
count.” The bill was so drawn that 
such payment could be made only with 
the permission of the employee, and it 
involved no encashable instrument, but 
merely one which could be deposited 
to the account of the employee. Such 
an arrangement demanded of course, 
that the recipient already had a check- 
ing account. A few do, but the vast 
majority of wage earners do not. This 
bill therefore, did not solve the prob- 
lem of wage payments by check, it 
merely modified it slightly. Under 
these circumstances the bill was with- 
drawn before its second reading, and 
the Truck Act remains supreme. 

Midland Bank proceeds. But the 
banks in London are impatient. ‘“‘Why” 
it is asked, “shouldn’t the average per- 
son have a bank account as in the 
United States, even if he is not paid 
by check?” This involves a promo- 
tional campaign to encourage the de- 
posit of pound notes, which is admit- 
tedly more difficult than encouraging 
the deposit of checks. The lead in this 
promotion has been taken in London 
by the Midland Bank. The radio, 
cinema, television and newspapers are 
all being used to explain this new 
“Personal Cheque Account.” What it 
is, how to.write a check, how to make 
a deposit, and the resulting advantages 
are all explained. In view of the pro- 
motion expense plus the cost of han- 
dling an account, a charge of 6s. (.07c) 
on each check is levied, including a tax 
of 2s. 

Given even a modicum of success, it 
is quite reasonable to presume that 
“Personal Cheque Accounts” might be 
a powerful factor in offering evidence 
to the fact that the Truck Act is 
archaic and should be repealed. This 
should be of distinct aid to the Hon. 
Graham Paige when he reintroduces 
his bill in the next Parliament to make 
wages payments by check a legal dis- 
charge of wages due. 

Old habits must change. It will be 
difficult, however, to make inroads on 
a centuries-old habit. That the Eng- 
lishman prefers notes is indicated by 
the fact that of the total exchange 
media available (notes and deposits on 
current account), notes accounted for 
31.5 per cent at the beginning of this 
year, while in the United States only 
22 per cent of the comparative ex- 
change media was in the form of notes 
on the same date. 

Further, if British banks expect 
their bid for “Personal Cheque Ac- 
counts” to be successful, they must be 
repared to adjust their routine to 
accommodate their new customers. 
This flexibility has shown itself in the 
United States by the readiness with 
which banks have provided some eve- 
ning hours for the banking conven- 
‘ence of their personal customers. Such 
a thing is unknown in England. 

Inter-bank service. Let it be hastily 
added, however, that English banks 
rovide a convenience unknown. to 
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American banking. If one has an ac- 
count at Midland Bank, but there is no 
convenient branch near, he may go to 
a branch of Barclays Bank, assuming 
it to be convenient, which will accept 
and transmit the deposit to the Mid- 
land Bank. The reverse, of course, 
would also be true. One can therefore 
make a deposit for his account in a 
branch of any of the banks for trans- 
mission to and credit in his own bank 
of deposit. While this inter-bank serv- 
ice was at one time paid for by each 
recipient bank to the other remitting 
banks, such charge has recently been 
done away with, since the reciprocity 
of income derived and expense in- 
curred tend to offset each other. This 





is highly reminiscent of “exchange 
charges” in American banking devel- 
opment through the note and early de- 
posit stages. But—and this is signifi- 
cant—if “Personal Cheque Accounts” 
become so popular as is anticipated, the 
banks may be required to reassess the 
cost of this service, for with additional 
millions of accounts, such _ service 
might well become too expensive. 

Bank-by-mail proposed. An advan- 
tage which might well be exploited, and 
which is common in the United States, 
is the mail deposit service. All this 
writer can discern is that the English 
depositor fills in two “paying in’’ slips, 
retains one and the other is handed in 
to ‘‘the man behind the counter.” This 
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of course requires the physical pres- 
ence of the depositor which is an added 
impediment to the widespread develop- 
ment of the plan. Competition must 
ultimately force some plan on the 
banks to their own benefit and the 
benefit of the depositor, to avoid the 
physical presence of the depositor. 


Any widespread adaptation of pay- 
ment by check will have favorable 
repercussions in another direction— 
namely hold-ups and robberies. The 
public as well as the banks are becom- 
ing increasingly exercised with regard 
to the recurrence of these Thursday- 
Friday episodes, which are due to two 
reasons. First, England has no such 
thing as an armored car service. Funds 
are shunted about (except interbank 
movements) by taxi and private car, 
offering a ready made target for thefts 
and robberies. Second, the weekly 
“wage packet” method, necessitating 
enormous movements of cash each 
week, provides a most convenient tim- 
ing method for those who would benefit 
by armed assault. Since there are no 
armored cars and since payment by 
check would completely obliterate the 
problem of wage packets and thus cash 
transfers, a social dividend in the form 
of reduced insurance costs would be 
inevitable. This would go a long way 
to offset the expected costs of intro- 
ducing the new scheme. 


Facilitate credit flow. Finally, it must 
be said that the use of credit in Eng- 
land among salaried individuals and 
wage-earners is nowhere near as exten- 
sive as it is in the United States. Thus 
the use in England of the ordinary 
“charge account’? so common in the 
United States, is extremely limited. 
The “revolving account” being used in 
the United States with increasing fre- 
quency is, sc far as this writer knows, 
unknown in England. While “hire- 
purchase’”’ (instalment) transactions 
are becoming increasingly popular 
here, its rise compared to the United 
States would appear to be quite modest. 


The importance of these institu- 
tional patterns, in the light of the pres- 
ent check controversy, is the fact that 
bank credit in the form of deposits 


| transferable by check would be a facil- 


itating device of no little significance. 


| The more freely exchanges can be 


made, the more smoothly will the pro- 
ductive process work. The more 
smoothly the productive process works 
the greater the economic stability. This 
would be no small gain. While the pay- 


| ment of wages by check will by no 


means guarantee such a result, it can 
facilitate it, through the freer and less 
fettered flow of bank credit. 


Thus it is that the old Truck Act of 
1831 has come to play an extraordi- 
nary part in the attempt to revise and 
modernize the exchange process in 
England at a very basic level, namely, 
wages. This writer has found no in- 
formed individual in the City, nor any 
writer on the subject, who is not whole- 
heartedly in favor of repeal. That it 
will have far-reaching consequences no 
one denies, even to letting a wife know 
exactly how much her spouse earns! 
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Plastics are in the swim everywhere 


On the front lawn, on the kitchen 
table. In automobiles, and tele- 
vision sets . . . in football helmets 
and fighting jets. Look where you 
will, and you’ll see plastics helping 
people to live better. 

But look a little closer and you'll 
also see commercial banks. 

Banks are in the picture because 
they supply money, credit and 
financial services to the plastics 
industry. Bank loans help chem- 
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ical companies produce basic plas- 
tic materials. Bank loans con- 
tribute to the manufacture and 
distribution of finished plastic 
products and frequently provide 
the cash which retailers need to 
stock and sell popular plastic 
items. 

A leading lender to business and 
industry, The Chase Manhattan 
Bank of New York is proud to be 


part of the nationwide system of 


banks, large and small, which serve 
communities and contribute to 
American progress. 


THE 


CHASE 


MANHATTAN 
BANK 


Chartered in 1799 


Member Federal Deposit Insurance Corporation 
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Savings-Loan Highlights 


The outlook for the housing market 
in 1959 and the availability and cost of 
mortgage money were two of the most 
widely discussed topics at the 66th An- 
nual Convention of the United States 
Savings and Loan League in San Fran- 
cisco, California. A record number of 
over 3,700 delegates attended the five- 
day meeting from November 16 to 21. 

In direct contrast to last year’s con- 
vention, an air of guarded optimism 
pervaded the convention halls. Whereas 
the 1957 convention was concerned with 
the availability of mortgage money and 
tight credit, the feeling at this year’s 
session was that the recession has ended 
and that the savings and loan industry 
can look forward to another prosperous 
year. 

Summed up, the consensus at San 
Francisco was that mortgage money in 
1959 will be readily available; interest 
rates will be somewhat higher; and that 
down payments for both new and exist- 
ing houses will be lower. 

Greatest growth. Reviewing the 
past year’s accomplishments, Norman 
Strunk, executive vice-president of the 
League, said that, despite the recession, 
1958 will go down as the year of great- 
est growth for the savings and loan 
industry. In fact, he said, an increase 
in total savings and loan assets of an 
estimated $6.5 billion in 1958 has made 
a significant contribution to the early 
defeat of the recession. He predicted 
the industry’s total assets at the end of 
the year will approach $55 billion. 

“We began 1958 in a recession,” he 
said, “and our institutions had a choice 
of either retrenching until the storm 
passed or of taking the positive course 
of expanding our operations in order 
to help combat the recession. Fortunate- 
ly, our institutions made the right and 
courageous choice. 

“At the start of 1958, Joseph Holzka, 
our outgoing president, said that if 
our institutions loaned $12 billion (com- 
pared to $10.5 billion in 1957), no other 
American business would have done 


President Holzka scores 
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Joseph Holzka (left), outgoing League president, congratulates C. R. Mitchell 
(right), his successor. Norman Strunk (center), executive vice-president, looks on 


U.S. Savings and Loan League leadership changes hands 


more to turn the tide of recession.” He 
cited the possibility of obtaining this 
objective as a principal key to the 
revival in home building and home buy- 
ing and, in turn, the key to the general 
economic recovery. 

Direct loan. In his opening speech 
at the convention’s first general session, 
Mr. Holzka attacked the direct home 
loan activities of government lending 
agencies and the special assistance pro- 
grams of the Federal National Mort- 
gage Association (FNMA). He warned 
that these programs threaten further 
inflationary increase in home building 
costs. 

Mr. Holzka specifically assailed the 
operations of the Veterans Administra- 
tion in this field and called the FNMA 
program a thinly-disguised direct loan 
plan. “The funds for the special assist- 






government direct loan plans, at 





ance program have to come directly 
from the Treasury and are made up of 
the taxes paid by you, me, and every 
other American taxpaper,” he said. “I 
find it extremely difficult to believe that 
the American people want their tax 
dollars used to subsidize ‘bargain base- 
ment’ credit for a few home builders 
and buyers.” 

His remarks were in line with the 
League’s number one legislative project 
next year, which is to restrict the activ- 
ities of direct loan and special assist- 
ance programs. 

Higher interest. He also predicted 
that there will be between 1.1 and 1.2 
million new housing starts in 1959 with 
an ample supply of private credit avail- 
able for mortgages. However, Mr. Holz- 
ka added that home loans in the coming 
year would carry a slightly higher in- 





the first general session 
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Specific savings-loan problems 


rate because of the economic 


tional investors to 
mortgage field. 

He forecast another record year for 
the savings and loan industry and said 
that there would be more than $12 bil- 
lion available for home mortgages with 
at least $6.5 billion coming from loan 
repayments and the remainder from net 
savings. 

Mr. Holzka was followed on the 
speaker’s platform by Senator John J. 
Sparkman, chairman of the Senate 


stray from the 


| Housing Subcommittee, whose remarks 
| were in direct contrast to Mr. Holzka’s 


speech. The senator offered delegates 


| the alternative of granting some loans 
| with a reduced yield or facing an in- 


crease in the government’s direct loan 


| activity. He urged the industry to adopt 


the first alternative. 

Decent living. “These requests flow 
from my belief that—one way or an- 
other—this nation must produce enough 
shelter to provide a clean and decent 
living environment for every man, 
woman and child in the country. To the 
extent that the price of private credit 
is beyond the reach of millions of under- 


| housed American families, these fami- 
| lies are certain to demand government 


credit, from one level of government 
or another,” Mr. Sparkman said. 
Arthur M. Weimer, dean of the In- 
diana University School of Business, 
told the delegates that the country is 
entering a period of price stability and 


| said that the current fears of inflation 


are exaggerated. He based his state- 
ments on the plentiful supply of con- 
sumer goods, a rebirth of competition, 
and a vast expansion in _ industrial 
research programs which will lead to 
a more diverse economy. 

Among other prominent speakers to 


address the convention were: Albert J.. 


Robertson, chairman of the Federal 
Home Loan Bank Board, Washington, 
D.C.; Perry Prentice, editor of House & 
Home magazine, New York City; Henry 
J. Kaiser, Jr., vice-president of the 


were aired at topical forums 


Henry J. Kaiser Company, Oakland, 
California; and William A. Lyon, presi- 
dent of the National Association of 
Mutual Savings Banks, New York City. 

In a departure from previous years, 
the convention devoted three afternoons 
to a series of eight topical forums. 
These forums were, in effect, miniature 
general business sessions devoted to 
specialized areas of savings and loan 
operations. The subjects reviewed at 
these meetings covered business and 
economic trends, internal operations, 
advertising and public relations, mort- 
gage lending and investments, person- 
nel, and savings and loan association 
management. 

New president. The last general ses- 
sion of the convention on November 20 
was mainly concerned with the instal- 
lation of the League’s new officers. C. R. 
Mitchell, president of the First Federal 
Savings and Loan of Kansas City, Mis- 
souri, was elected League president. 
W. O. DuVall, president of the Atlanta 
(Georgia) Federal Savings and Loan, 
was named vice-president. 

The concluding segment of the con- 
vention was highlighted by a series of 
seven “shop talks.” These meetings in- 
volved discussion of current operating 
programs, problems, and policies. 
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Champion Wool Display 


In an effort to promote more interest 
in Australia’s wool industry, The Com- 
mercial Bank of Australia Limited re- 
cently exhibited a group of champion 
wool fleeces in its Melbourne office. The 
prize winning fleeces were obtained 
from the Melbourne Royal Agricultural 
Show where the bank sponsors the 
fleece competition each year. 

The fleeces were displayed in indi- 
vidual cases along with their ribbons 
and trophies and the bank termed the 
exhibit an outstanding success. Thou- 
sands of people visited the bank during 
the exhibit because of generous tele- 
vision and newspaper coverage of the 


Burroughs Clearing House 














Lncere BEST 





~ 


for a MERRY © 
<F. LOUIS UNION STATION 


ew Ye 
7 And. nappy HF 
ALLOY pe FOUNTAINS 


> opetvent what wan later te te 
Taj Mabal cd cal teemindhy 
asewsayae 8 Se. ip Se Vala 

© Voth haan Station wiped 

* a histor. sla yl. 
ferment ie the wnt feaing 
wings on a vitae heel te 


: ig 9: fri 
= ; mM 
‘ anwd sculptor, Cul Mite, ‘ £ eee peers 
Rive Mare Pramtaiie What tops: ¢ wa wee 
ygeiber ch the Wimowrl ant 


ae 





December, 1958 



















































Champion wool display attracts Australian bank traffic 


event. A_ special pamphlet, which 
showed the importance of the wool in- 
dustry to the Australian economy, was 
distributed to all who visited the dis- 
play. 
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British Bank Opens Branch 
in Heart of London 


When an American banker thinks 
about a new branch office, he automati- 
cally envisions a building situated in a 
shopping center on the outskirts of 
town or in the suburbs. In most cases, 


this is also true of Great Britain 
where new branches are constantly 
being opened in London’s suburban 
areas. 

However, the Midland Bank is an ex- 
ception in Great Britain. It has just 
opened a new branch in Hanover 
Square, just a few feet from the heart 
of London’s plush shopping district. 
It is the first completely new branch 
to be opened by the bank in central 
London in 40 years. 

According to the bank, the branch 
is proof that central London is not 
suffering from the widespread growth 





of suburbs around the big metropolis. 


The new branch is air conditioned 


and uses light colored woods for coun- 
ters and panelling. The basement con- 
tains a safe deposit vault with 472 
separate boxes. 


* 
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Banks Court Farmers 


The increasing emphasis banks are 
placing on the farmer and his financial 
problems is demonstrated by the num- 
ber of banks offering special services 
in the way of loans and pertinent infor- 
mation relating to the agricultural 
field. At least four banks have recently 
launched programs aimed at aiding the 
farmer and keeping him informed on 
agricultural trends. 

Three Illinois banks are currently 
supplying their farm customers with 
bulletins pertaining to market condi- 
tions, new farm legislation and to other 
subjects that have a direct bearing 
on agriculture. The Citizens National 
Bank of Decatur and the Champaign 
National Bank are distributing a 
monthly letter to their customers en- 
titled The Farm Picture. The letter is 
written, published and edited by the 
Farm Business Council, Incorporated, 
Urbana, Illinois. It not only serves to 
keep farmers informed on their indus- 
try, but also builds good will for the 
sponsoring banks. 

Farm specialist. The Chicago Na- 
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Our corporate customers and correspondent banks make regular use of 

















our unique tri-state banking operation. With seventeen complete banking 
offices, The Bank of California provides on-the-spot credit information, fast 
collection of items, concentration of funds, and all other banking services 
in all three Pacific Coast states...California, Oregon and Washington. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 
SAN FRANCISCO and other California cities... PORTLAND, Oregon... SEATTLE and TACOMA, Washington 


HEAD OFFICE: 400 CALIFORNIA STREET, SAN FRANCISCO 20 
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All-new copy maker 
Saves time for bankers 
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a tional Bank also publishes a farm letter f 
-. entitled Agricultural Observations. The | | 
te letter is edited by Douglas F. Greaves, 
he an assistant vice-president at the bank 
d and a specialist in farm management 
problems. 
1 Insurance program. To aid_ the 
A farmer, the Bank of America, San 
| Francisco, California, has launched a | | 
be new agricultural insured loan plan. : 


Under the plan, farmers are given the 
opportunity to obtain up to $40,000 in 


life insurance to cover seasonable farm | The new “Thermo-Fax” Copying Machine 


loans for as long as 18 months. 


To qualify, borrowers must be under ...if it’s speed you need...try this! 


65 and in good health. The insurance 


continues in force for 18 months or | No other copy method can match the 4-second speed of the all-new 
until the loan is paid, whichever is 


earlier. For farm loans with an inter- | 1HERMO-FAX “Secretary” Copying Machine. That’s because no other 
mediate term, the insurance policy can | copy method is completely dry and truly All-Electric. There are no chemicals 
be rewritten every 18 months. The plan | tg pour in this really modern copy maker. No negatives to make. You 
was designed to protect the farmer’s . ae . a 

family in case of his death during the simply copy loan applications, financial reports, statements—all kinds of 
term of the loan. records—by electricity alone. And the cost per copy is as little as 5¢. To 
see how you’ll save more time and money with dry process copying, call 


your nearby dealer (he’s listed in the Yellow Pages). Or send coupon below. 
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Chase Manhattan Offers 
Charge Account Banking 


After a decade of pioneering by a 
number of banks across the country, 
charge account banking has come of 
age with the introduction December 1 
of a shopper credit service by The 
Chase Manhattan Bank, New York 
City. Although charge account plans 
have been in existence for some time, 
The Chase is the first big bank (second 
largest in the country) to offer the 
service. 

The Chase Manhattan Charge Plan 
(CMCP) is a cooperative venture be- 
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J thermo-Fax 
COPYING PRODUCTS 








**Thermo-Fax” and “Secretary” are 
3M Company trademarks 
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3M Company, Dept. KR-128, St. Paul 6, Minn. 


IN 4 $ia0)\fe}m Send full information on the all-new THERMO-FAX 
‘Secretary’? Copying Machine. 
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SIT tween the bank and retail merchants. 3 
ICE CMCP is available to retailers in all Name. 
ar five boroughs of New York City. In 
order to qualify for membership in the Company, 
plan, a merchant must have an account Address 
with the bank. 
The customer can apply for a credit City Zone State 





card either at the bank or at a member 
store. Once the customer is cleared, he 
‘an use the card to charge purchases at 
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OPERATING RULES _ 
The Bank will furnish to the Merchant four-part sales and credit slips, depo! 
: oe ee at een eS 

Plan. forms so supplied properly completed w acceptable 
wal danke CAICE des cok tation alana 4 Sak gas sik sla 


event of termination of the Merchant's membership in the Plan, the Merchant wil 
displays and return to the Bank all unused forms on hand. ‘ 


PROCEDURES 
Purchases 


At the time of each Charge Plan sale, the Merchant will compare the 
card with the signature on the sales slip, When authorized by a cardholder in the 
telephone or by mail or in any other case where the card holder is not in a position 
slip, the Merchant may sign the sales slip as agent for the Customer (but entirely o 
responsibility). A completed Charge Plan sales slip must show the Customer's na 
number as shown on the credit card, the date of the sale, description of merchan; 
total including applicable taxes, and the signature of the Customer or other auth 
as shown in the specimen signature section of the credit card. Each sales slip sha! 
name and account number of the Merchant. One copy of the sales slip shall be g 








brand new 














tomer, one copy retained by the Merchant, and the other two copies delivered to ¢! 


way to shop 
without cash! 


123 456 789 
JOHN DOE 











THE 


CHASE MANHATTAN 
BANK 





























































ment by credit to the Merchant's account. 


Returns 





any merchant-member’s store. How- 
ever, any purchase for more than $25 
must first be cleared with the bank. 

Optional plan. The customer has the 
option of paying his entire bill every 
month or of extending his payments 
over a period of five months. If he pays 
the bill every month, there is no service 
charge. If he spreads his payments, the 
bank charges one per cent a month on 
the unpaid balance due. The bank also 
discounts six per cent from each mer- 
chant credit sale. 

The main advantage in the plan for 
the merchant is that the bank assumes 








Forms and promotion used in Chase Manhattan Bank’s new 


practically all the bookkeeping tasks. 
The retailer’s capital and credit are not 
involved. In effect, the bank loans the 
money directly to the customer. As for 
the bank’s part in the program, it is 
estimated that there is a potential of at 
least 25,000 merchants and 2 million 
customers in Greater New York City. 

On a national scale, charge account 
banking is only about five years old, 
but it was first introduced in 1947 by 
the then County Bank and Trust Com- 
pany, Paterson, New Jersey. Another 
pioneer in the field was the Franklin 
National Bank, Long Island, New York. 


Alinoet 100 Years’ 
Banking Experience. 
Branches throughout 
South America 


Bank of London & Montreal Limited, 


an affiliate, maintains a network of offices 
in Central America and the Caribbean. 







Head Office: London, England 
New York Agency: 34 Wall Street 


ep meruenensuene & SOUTH AMERICA LIMITED 






























charge account program 





As the plan was tried and adopted 
by various banks, it assumed one of 
two basic forms. The first involved co- 
operation with local merchants and was 
on a straight 30-day charge basis. The 
second called for granting a direct line 
of credit to an individual for a given 
amount. The customer was then given 
a supply of special checks with which 
he was able to draw on his account up 
to the stipulated limit. 

Revolving credit. In this case, the 
credit was revolving and as the cus- 
tomer made monthly repayments, his 
line of credit was rebuilt. In a further 
refinement of the service, some banks 
offered customers a choice of either a 
30-day or revolving credit plan. 

At the present time it is estimated 
that there are from 60 to 70 banks in 
the country offering some type of 
charge account service to. the public. 
In addition, the nation’s largest bank, 
Bank of America, San Francisco, Cali- 
fornia, is testing a charge plan in 
Fresno. It plans to extend the service 
throughout its branches once the 
“bugs” are eliminated from the pro- 
gram. 

Other banks are watching the credit 
plans closely and at least one, the 
American Fletcher National Bank, In- 
dianapolis, Indiana, has just launched 
a charge account service. It is called 
AFNB Check-Credit. Under the plan, 
the customer determines the monthly 
repayment, from $10 to $200, which is 
best suited to his income. His maximum 
credit is figured at 12 times this 
monthly amount and he is issued a sup- 
ply of special checks. 

Automatic loan. Each check drawn 
automatically creates a loan for the 
amount of the checx when it is pre- 
sented to the bank for payment. 
Monthly payments of 1/12 of the 
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Bank Foundation offers 
2 merchandising aids to help 
members build local business 


Now members of the Foundation for Commercial 
Banks are gaining still greater impact from their 
national advertising campaign. 

With the help of local advertising and display 
materials based on the Foundation’s messages in Life 
and weekly news magazines, Foundation members 
are attracting more customers, selling more services. 

Each month new materials will be offered at cost to 
Foundation members only. This program is one rea- 


Newspaper Advertisements 


son every bank will benefit from support of the 
Foundation’s national advertising campaign. 

If your bank has not yet joined the Foundation, 
now is the time to act. The cost is nominal. The oppor- 
tunities are great. Compute your contribution on the 
coupon below, and mail it as soon as possible. 


Foundation for Commercial Banks 
Philadelphia National Bank Blidg., Philadelphia 1, Pa. 





Three- and four-column 
newspaper advertisements 
prepared for Foundation 
members are run in local 
newspapers over the bank’s 
own name. 













Mailing Enclosures 
Reprints of the Life adver- 
tisement are used as en- 
closures with bank state- 
ments and other mailings. 





























m FAMILY WITH ALL 


NK CAN SERVE ¥ 
YOUR NAME HERE 





Posters 





displays. 








Morris R. Brownell, Jr., 


Giant 2114” x 311%” blow- 
ups of the current magazine 
advertisements are used 

in lobby and window 


Chairman, Foundation for Commercial Banks, Lock Box #8026, Philadelphia 1, Pa. 





Counter Cards 


Current Life 
advertisements, mounted 
on cardboard easels, are 
placed beside tellers 

or on counters. 


Our bank will contribute to the fund for 
co-operative advertising on the following 
basis: $5 per million of deposits for each of 
the next two years, beginning July 1, 1958, 
adjusted to the nearest million based on 


the deposit figure of preceding year. Mini- 
mum contribution per year, $5—maximum 
contribution, $15,000. It is understood this 
contribution is deductible for Federal in- 
come tax purposes. 
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Signature Title 
Deposits (Dec. 31, 1957) Bank 

Contribution Address 

Date City & State 
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NOBODY KNOWS NEW YORK 
BETTER THAN FIRST NATIONAL City 


Head Office: 55 Wall Street, New York 15,N.Y. |@ ae 


Outline of the 
many services 
First National City 


Around-the-clock Transit Service * Collections * Credit Information * Bond Portfolio Analysis * Complete 3 === jill can perform for you, 


73 OVERSEAS BRANCHES, OFFICES AND AFFILIATES * 77 BRANCHES IN NEW YORK 


write fora free copy 
of our booklet, 
“Correspondent 


Member Federal Deposit Insurance Corporation Fist on World Wide Banking ia - eee Oank Services.” 


22 Burroughs Clearing House 


Securities Handling Facilities * Dealers in State and Municipal Bonds ¢ Participation in Local Loans 
Personalized Service * World-Wide Banking Facilities * Complete Metropolitan New York Office Coverage 








































































Semaphore-type signals used at People’s State Bank of St. Joseph, Michigan 


Traffic safety is big factor at modern drive-in branch 


established line of credit are required 
until the loan is paid off. As the cus- 
tomer makes regular monthly pay 
ments, he rebuilds the amount of credit 
available for future use. 

The bank charges the customer one 
per cent a month on the unpaid balance 
of a loan plus 25 cents per check. 
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New Drive-in Branch 


The Peoples State Bank of St. Jo- 
seph, Michigan has received many fa- 
vorable comments on its new drive-in, 
walk-in branch which was opened re- 
cently. The building has three drive-in 
windows under the same roof and one 
completely enclosed walk-up window. 
In addition, the facility also contains 
a large basement room equipped with 
staff dining and kitchen areas. 

The new branch serves an area with 
a population of 60,000.. Because of the 
off-street parking facilities, the branch 
can serve 21 cars at one time. Cash 
drawers at the windows are electrically 
operated and all enclosures are com- 
pletely air conditioned. Entrances to 
the three lanes are regulated by sema- 
phore-type barriers which can be con- 
trolled by the tellers. 

Customer safety was a major factor 
in planning the branch. There is no 
cross traffic and no blind spots on the 
lot. Visibility at the exits exceeds three 
blocks for each side of emerging cars. 
In addition to parking for drive-in cus- 
tomers, there is also an area set aside 
for walk-in customers and personnel at 
the branch. The local office of the Na- 
tional Safety Council commended the 
hank for the branch’s safety features. 


° * * 


Industrial Development 


The Southern Arizona Bank and 
Trust Company, Tucson, has joined 
forces with the local newspapers and a 
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utility company to spearhead a drive to A) 

attract new industry to the Tucson | a 

area. Purpose of the three-year pro- 

gram is to find industries that need the 

advantages Tucson has to offer, notably a) 
= 


its dry climate. 

Lewis W. Douglas, chairman of the 
board at the bank, and Robert Howe, 
vice-president and head of the bank’s | 
business development department, are 
active as the bank’s representatives in 
the program. Specifically, the project is 
aimed directly at six different types of 
industry and calls for a concerted drive 
of six months’ duration on each of the 
industries which the group wants to 
bring to Tucson. 

First target. As its first target, the 
group picked the electronics industry 
and has distributed a booklet entitled | 
“The Electronic Industry’s Opportunity | And mothing is better 


in Tucson, Arizona” to thousands of | 
American industrial leaders. The book- for travelers around the 


let, displayed below, contains an intro- 








world than 


Booklet boosts Tucson | FIRST 
NATIONAL CITY 


BANK 
Travelers Checks! 


They're safe, spendable like cash 
everywhere. Come in handy 
denominations of $10, $20, $50 and 
$100. Promptly refunded if lost or 
stolen. Cost only $1 per $100; good 
until used. SELL FIRST NATIONAL 
CITY BANK TRAVELERS CHECKS — 
YOU KEEP 90% OF THE SELLING 
COMMISSION, AND REMIT 10% TO US! 


LEWIS W. DOUGLAS ~ 


Member Federal Deposit Insurance Corporation 











duction by Mr. Douglas, pointing out the 
economic advantages of locating in the 
city. 

Besides the electronics industry, Mr. 
Douglas said the group will probably 
concentrate its efforts on businesses 
connected with engineering or aircraft 


production. However, according to Mr. 
Howe, the group is ready to assist any 
company wishing to locate a plant in 
the city. Under the plan of action, once 
an industry has expresseed an interest, 
the group will send two representatives 
to the company to discuss the subject. 
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Some 200,000 items a night currently clear through The First National Bank 
of Miami. Pouch loose airmail pickup eliminates delay from airport to bank 
... direct sendings by armored car and selected flights out of Miami deliver 
items for early morning clearance throughout Florida and in most major 
cities across the country. Where transit speed and efficiency are paramount, 
leading banks depend on First National... to be sure. 
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Miami, Florida 
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MEMBER: FEDERAL RESERVE SYSTEM 
FEDERAL DEPOSIT INSURANCE CORPORATION re) 
BANKERS ASSOCIATION FOR FOREIGN TRADE 
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Cal’ Shawmut 


For prompt service on all 
correspondent business in 
New England. 
Call LAfayette 3-6800 

The National 


Shawmut Bank 


OF BOSTON 
40 Water Street 


Member Federal Deposit Insurance Corporation ° ‘ 
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Mr. Howe said the bank considers 
that its most important contribution 
to the industrial development program 
has been to serve as a catalyst for com- 
munity action. Through its leadership, 
other community groups have become 
interested in the program and have 
contributed to its initial success. 
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Christmas Club Pays 
Over $1 Billion 

The traditional Christmas shopping 
rush was given its annual shot in the 
arm last month with the distribution of 
Christmas Club savings to the 13 mil- 
lion members who were enrolled in 
1958. Edward F. Dorset, president of 
Christmas Club a Corporation, an- 
nounced that 7,900 financial institutions 
distributed $1,365,000,000 to members 
throughout the country. 

“This is the seventh year that Christ- 
mas Club disbursements have exceeded 
one billion dollars,” Mr. Dorset said. 
“The 1958 payoff is about three per cent 
larger than it was in 1957 and the 
average check this year amounts to 
$105 for each member.” 

A club survey shows that in addition 
to Christmas purchases, the money will 
also be used for such things as taxes, 
insurance, year end bills, home furnish- 
ings, education, and mortgage pay- 
ments. 


° ° ° 


Free Keymaking Service 
Draws Crowds to Bank 

More than 10,000 people attended the 
open house held by the Herget National 
Bank, Pekin, Illinois, to mark the open- 
ing of its new banking facilities. The 
bank moved into its new building last 
September, after occupying its former 
offices since 1905. 

The bank invited the entire family 
to attend the opening and gifts and 
souvenirs were presented to all who 
accepted the invitation. The most pop- 
ular spot on opening day was a key 














Key to successful opening 
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“CHUBB 


en las Americas” 





Treasures of Latin America 


protected by Chubb 


bees massive Chubb Treasury Door is one of two that 
have recently been installed in the State Bank of a leading 
South American republic. It is the latest of many Chubb 
installations in Bank vaults throughout the Americas .. . all 
of which have the same impressive dignity, the same security 
against modern methods of attack. For our Banking friends 
in Latin America, we have now produced a booklet in Spanish 
called “Chubb en las Americas.” This gives details of special- 
ised Chubb equipment for security against burglary and fire. 
Send now for your copy to the London office of Chubb— 


without obligation of course. 
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TO: CHUBB, 175/176 TOTTENHAM COURT ROAD, , 
LONDON W.I, ENGLAND * CHUBB & SON’S 
Please send me free of charge a copy of o 
inant oes * LOCK & SAFE CO. LTD 
NAME r 175/176 Tottenham Court Road, 
° London W.1, England 
TITLE . also 
* TORONTO - SYDNEY - JOHANNESBURG 
ADDRESS > 








duplicating service. The bank offered 
free duplicate keys to all of the many 
customers. and friends who attended 
the festivities. 

The new building is a specially de- 
signed structure with such modern fa- 
cilities as air conditioning, drive-in and 
walk-up windows, night depository and 
a customer parking lot. To announce 
its move, the bank used billboard, radio, 
TV and newspaper advertising. The 
newspaper ad program included inform- 
ative, “progress-type ads that were 
followed by a full page two-color ad 
just prior to the opening day. 
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A.B.A. Offers Model Act 
for Mutual Investment 


The Trust Division of the American 
Bankers Association has prepared a 
model Mutual Investment Company Act 
for use as a guide by groups of banks 
when seeking authorization for such 
companies in their states. The model 
act was prepared by the Division’s 
Committee on Fiduciary Legislation, 
according to Carlysle A. Bethel, Divi- 
sion president and vice-chairman of the 
board and senior trust officer of the 
Wachovia Bank and Trust Company, 
Winston-Salem, North Carolina. 

Passage of an act similar to the 
A.B.A. model would permit banks to 
incorporate companies for the invest- 
ment of fiduciary funds that are man- 
aged by their trust departments. The 
companies would be supervised by the 
state superintendent of banks or similar 
supervisory authority. 

According to the A.B.A., adoption of 
such laws by State Legislatures would 
fill a definite need for the trust depart- 
ments of small banks which do not have 
the volume of business to justify the 
creation of a common trust fund. By 
pooling their investments in a mutual 
fund placed with a large city trust 
company, small banks would provide for 
skilled investment management, broad 
diversification, and probably a more 
favorable yield at a minimum cost. 

The A.B.A. model act incorporates 
many of the provisions in the Bank 
Fiduciary Fund which was established 
in New York on May 1, 1955. Further 
information can be obtained from the 
Trust Division of the American 
Bankers Association, 12 East 36th 
Street, New York 16, New York. 
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Speakers’ Bureau 


The Evansville Clearing House As- 
sociation of Banks, Evansville, Indiana, 
has formed a new Speakers’ Bureau 
for the purpose of selling banking to 
the community. The organization is 
made up of bankers from the six banks 
of Evansville that belong to the Clear- 
ing House Association. They have pub- 
lished a booklet called Banking Speaks, 
which lists the 26 speakers who are 
available to the community to talk on 
all phases of the banking industry. 

The brochure has been mailed to all 
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Bank speakers listed 


clubs, schools and other civic organi- 
zations in Evansville. It lists the name 
of each speaker along with his picture 
and the subject of the talk he is quali- 
fied to give. The subjects range from 
commercial banking to trusts and 
estates. 

J. Glenn Babb, program chairman, 
said the purpose of the service is to 
remove the aura of mystery that some- 
times surrounds banks. “We are going 
to humanize banking and its functions 
and there is no better way than to hear 
the story from the people who are 
qualified to tell it,” he added. 
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Radio Program Available 


Financial institutions can now obtain 
a new five-minute radio program, en- 
titled “Your Money and You,” for local 
sponsorship in their areas. The pro- 
gram is produced, written, and narrated 
by Donald I. Rogers, financial editor 
of the New York Herald Tribune. Mr. 
Rogers tells stories about friends and 
associates on the program and, in relat- 
ing them, advises listeners how to save 
money, make more, and manage what 
they have. 

The show is broadcast two to five 
times weekly and is currently on the 
air in several states. Further informa- 
ton can be obtained from Harry S. 
Goodman Productions, 19 East 53rd 
Street, New York City. 
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Fact Book Available 


The Savings Bank Fact Book 1958 
has just been published by The Savings 
Banks Trust Company, 14 Wall Street, 
New York, New York. The trust com- 
pany is a wholly-owned central bank 
for the 128 mutual savings banks that 
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Here are some informative folders 
covering the principal centres that 
you or your customers will find 
invaluable. They contain up-to-date 
information, including street maps, 
and are free. 


These A.N.Z. Bank Travellers’ + 
Guides cover Sydney, Melbourne, 4 
Adelaide, Perth, Brisbane, Tas- ~ 
mania, Wellington, Auckland, 4 
Christchurch, Dunedin and will be 4 
sent to you by airmail without ; 
charge if you will tell us which ones 5 
you want and where to send them. i 





If you or your customers are plan- 
ning to establish a business in 
Australia, we will be glad to in- 
clude a copy of “Establishment of 
Industry in Australia.” Write to: 





General Manager’s Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
394/396 Collins Street, Melbourne, Australia : 

Chief Manager's Office 4 

AUSTRALIA AND NEW ZEALAND BANK LIMITED t 

196 Featherston Street, Wellington, New Zealand 5 
The Manager 

AUSTRALIA AND NEW ZEALAND BANK LIMITED mi 

71 Cornhill, London, E. C. 3, England . 
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Savings bank statistics 


are located in New York State. 

In addition to comprehensive cover- 
age of statistical facts, the book in- 
cludes many pages of explanatory text 
dealing with such subjects as: the de- 
mand and the supply of home mort- 
gages; the inaccuracy of mortgage 
recording statistics as a measure of 





mortgage lending; legal restriction 
upon savings bank investments; sea- 
sonal factors affecting savings de- 
posits; and restrictions on branch 
banking. 

The Fact Book is available from 
Savings Banks Trust Company at $5 
per copy. 
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New Law Covers Bank 
Welfare, Pension Plans 


The Trust Division of the American 
Bankers Association has sent bulletins 
to all member banks reminding them 
of a new law affecting welfare and 
pension plans which goes into effect 
January 1, 1959. Under the Act, Public 
Law 85-836, all banks whose trust de- 
partments are administering welfare 
and pension plans and every bank with 
a welfare or pension plan covering more 
than 25 employees, must publish a de- 
scription of the plan. 

The bulletins list the requirements of 
the law and also define welfare and 
pension plans. A more detailed report, 
including suggested forms, will. be sent 
to the banks before the first papers are 
filed, according to the Trust Division. 
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New Cuban Bank Building 

Construction has started on the new 
30-story main office building of the 
Banco Nacional de Cuba, Havana. 








DURA-GRIP 


THE CHECKBOOK COVER WITH THE SLIDE-IN CLIP 


CUSTOMERS LIKE IT! 
YOU SAVE THRU — 
Lower filler costs 
Royal Vinyl durability 
One piece construction 


DURA-GRIP IN FLAT STYLE COVER 


This increasingly popular cover provides for 
standard ABA filler and separate register 


: In 
ROYAL VINYL SHADES 


of Maroon Brown Black 


Blue Green 





record.— Compact, neat, good looking. 


Ask your distributor or write 
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ff BOOK COVER CO. 


Serving banks for over 40 years 


830 Traction Ave. « Los Angeles 54, California 
®U.S. Patent No. 2,488,823 




















New landmark in Havana 


When completed late in 1959, the new 
building will accommodate all 700 of 
the bank’s employees who are presently 
housed in three buildings in Havana. 

Reflecting the trend toward modern 
design, the new building will be con- 
structed of reinforced concrete with 
interior and exterior facings of Cuban 
travertine marble and black granite. 
Stainless steel will be used for outside 
trim. It will contain 750,000 square feet 
of office space and will include parking 
facilities for 800 cars. In addition, the 
structure will be completely air con- 
ditioned. 

The Banco Nacional began operations 
in 1950 and at the present time shows 
total assets of over $800 million. It is 
the only bank of issue in Cuba. 
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| Holland Bank Launches 


Personal Loan Program 
In a precedent-setting expansion of 


| its activities, the De Twentsche Bank 


N. V., Amsterdam, Holland, has an- 


' nounced that it is the first commercial 
| bank to launch a personal loan program 


in The Netherlands. The program was 
launched last month and the bank an- 
ticipates favorable reception from 
the public. 

De Twentsche says that its loans are 
made in almost the same manner as 
personal loans are granted in the 
United States and Canada. The appli- 
cant must be over 25 and not more than 
55 years old. He can borrow any amount 
from 500 guilders ($130) up to a maxi- 
mum of 4,000 guilders ($1,440). Repay- 
ment schedules run from 6 to 24 months. 
Interest on the loans is figured at 5 
per cent per year and is payable in 
advance. 

As a means of promoting the new 
service, the bank has distributed book- 
lets explaining the plan to the public. 
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Unusual Stuffer 


The Community State Bank, Tulsa, 
Oklahoma, has come up with an un- 
usual type of stuffer which it includes 
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Business is BIG 
in Pittsburgh— 


ATOMIC CENTER 
OF THE NATION 


Pittsburgh is indeed the atomic city. 
With its concentration of nuclear 
plants and experience it has taken the 
lead in everything from nuclear pro- 
pulsion for submarines and surface 
ships, to the fabricating of brand- 
new atomic metals, and the produc- 
tion of isotopes for public health. 

Developments in all these areas of 
nuclear energy indicate a gigantic 
industrial expansion. Already 25 
Pittsburgh companies engaged in 
atomic work do a business involv- 
ing billions of dollars. Fifteen of 
these companies use Peoples First 
banking services. 

When you need correspondent 
services in thriving Pittsburgh, 
think of Peoples First. To learn 
what we have to offer, send for our 
new booklet, “‘Correspondent Serv- 
ice in Pittsburgh.” 


PEOPLES FIRST 


NATIONAL 


BANK & TRUST 
COMPANY 
Pittsburgh 30, Pa. 
Member F.D.I.C. 
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Monthly bank stuffer helps build customer interest 


with its statements each month. The 
stuffer, entitled Community Comment, 
features short writeups of three of the 
bank’s customers and three of its em- 
ployees each month. 

The idea has created considerable 
favorable publicity for the bank and 
customers wait eagerly for each month’s 
edition to see who will be featured. 
In addition to carrying short biog- 
raphies on both customers and per- 
sonnel, the stuffer also carries a plug 
for one of the bank’s services. 
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Direct Mail Selling 


A revised edition of How To Sell 
Bank Service by Direct Mail has just 
been published and is now available to 
banks and bankers. Originally pub- 
lished in 1946, the revised edition con- 
tains examples of many new and up-to- 
date direct mail pieces used by a num- 
ber of leading banks throughout the 
country. 

Written by R. E. Doan, well known 
in financial circles for his public rela- 
tions and advertising acumen, the book 
covers every phase of direct mail ad- 
vertising and also contains examples of 
pieces being used successfully by 
banks. Of special interest is the collec- 
tion of actual letters used on special 
occasions. 

The book is available from the Bank- 
ers Publishing Company, 89 Beach 
Street, Boston 11, Massachusetts, at $6 
per copy. 
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Electronic Dual Printer 


The Colonial Trust Company, Water- 
bury, Connecticut, is one of the first 
banks in New England to be equipped 
with dual printing electronic bank 
bookkeeping machines. With dual print- 


ing, the electronic machine processes 
and completes an original-print com- 
bination statement and ledger with 
analysis data in only one complete post- 
ing run. 

Each statement has three magnetic 
ink stripes on the back which activate 
the machine’s automatic operation. 
The operator merely inserts the form, 
enters the account number and the 
amount of the check or deposit, and 
the electronic bookkeeping machine 
does the rest of the work. 

In the photo below, William G. Boies, 
Colonial Trust’s president, is shown as 
he separates the first customer’s state- 
ment and ledger to be posted on the 
new equipment. Both of the forms were 
printed simultaneously by the operator, 
Mary Vanyo. 


Increases efficiency 
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banker against a brick wall 


That’s no mere figure of speech this 
banker is up against. It’s a very real brick 
wall...squarely in the path of his bank’s 
much-needed expansion. What’s worse, 
it’s practically new, built when the old 
quarters were first modernized. The de- 
signer who planned it just didn’t under- 
stand the importance of providing for 
tomorrow’s growth in today’s plans. 
When Bank Building Corporation de- 
signs your new or remodeled quarters, 


you can be sure that future expansion 
will be built into the master plan...at the 
outset, when it’s most economical. To 
your project will be assigned a team of 
specialized planners and designers who 
know banking and its unique needs. With 
more than 3,400 completed financial 
projects behind them, they’re experts in 
achieving maximum results and makxi- 
mum efficiency within your budget. It 
costs no more to do it right the first time! 
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ST. ‘Louis, 1130 Hampton Avenue 
NEW YORK + CHICAGO « SAN FRANCISCO «+ ATLANTA « AUSTIN 
»nercting Outside the Continental U. S. as: Bank Building Corporation, International 
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Thinking about remodeling ? 
This booklet may help you! 
Write for “ Banker's Guide 
to Remodeling”’. .. dramatic 
photo case histories of banks 
that transformed existing 
premises into profitable new 
quarters. 
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An Americéan’s Impression of Present-Day Banking in Russia 


By Jackie House 


‘‘Employee Publication Editor, Citizens & Southern Bank, Atlanta, Georgia 








(Editor's note: Miss Jackie House, 
editor of the Southern Citizen, em- 
ployee publication of the Citizens & 
Southern Banks in Georgia, was one 
of 21 persons on the first tour of Russia 
by American industrial editors. In this 
article, Miss House, gives her impres- 
sions of working conditions in a Russian 
bank.) 

If you are looking for a job in Russia 
and you can not build Sputniks, bank- 
ing is as good a bet as any, careerwise. 

According to Russian standards, bank 
employees are well paid for the jobs 
they perform. Compared to the same 
jobs in American banks, however, 
salaries are lower (their money will 
buy less); hours are longer; and the 
equipment is antiquated. 

Consider, for example, a_ typical 
banker and his employees. Demetri 
Savenkno is the top man in the State 
Bank in Kharkov, a big industrial city 
in the Ukraine. He is about 45 years 
old and, incidentally, was better dressed 
and looked more like the banker type 
we know than any I met in the Soviet 
Union. Mr. Savenkno has spent his 
whole career in banking, working from 
the bottom to his present position. His 
salary is 2,000 rubles ($500) a month. 

Low pay. The minimum salary here 
is 600 rubles ($150) monthly. From this 
base, tellers make up to 900 rubles 
($225). Bookkeepers earn from 640 to 
1,000 rubles ($160-$225) and employees 
who make loans get 900 to 1300 rubles 
($225 to $325) per month. It’s hard to 
realize how low the salaries are until 
the cost of living is considered. For 
instance, a man’s suit costs from 1,000 
rubles ($250) up. 

Some employees receive a bonus at 
the end of the year if the bank has 





Abacus (center foreground) takes place of mechanization. Note the old-type telephone 
on wall. Teller windows in background are open during business hours 


Scene shows working conditions in the typical Russian bank 


made a high enough profit and if the 
profit can be attributed to the good 
work of the employees. Last year, for 
example, this bank transferred “about” 
one million rubles ($850,000) to the 
Moscow Central State .Bank. Fifteen 
percent of this came back to Kharkov 
for bonuses, according to Mr. Savenkno. 
Bonuses go as high as 340 rubles ($85). 

Employees work eight hours a day 
Monday through Friday and six hours 
on Saturday. Vacation policies are 
much like those in some American 


banks—length of time off depending 
on length of service. Some Russian 
banks even provide rest homes or 
sanitoriums, as they call them, in which 
employees spend vacations. 

College grads. Some of the employees 
in Mr. Savenkno’s bank are college 
graduates, some have not completed 
high school. They are encouraged to 
continue their education. 

I found no special schools tailored 
to bank employees’ training. I asked if 
there were publications written espe- 


Additional scenes of Russian banking facilities are recorded by the author’s camera 


Proud manager poses at bank’s 
water cooler 
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Large banks provide nurseries for children of employees. The scene below 
shows a nursery with dining facilities 
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cially to and for people in banking— 
the answer was no. It was the sane 
for employee publications. 

Men are eligible for retirement at 
60 and women at 55. I was repeatedly 
assured, however, that no employee had 
to retire. They may work as long as 
they like. Pensions range from 300 to 
1,200 rubles ($75 to $300) monthly, 
depending on salary and length of 
service. . 

Some of the larger banks provide 
nurseries in the banks for children of 
their employees. I visited one in the 
Leningrad City Office of the State Bank 
that took care of 80 pre-school children 
while their parents worked. 

Bank nursery. Alexander Sava- 
nin, manager of the Leningrad bank, 
had taken me on a tour of the various 


One reason autos are scarce in Russia is that sales are made on a cash basis. 
The banks do not make auto loans 


The author poses beside “Zim,” the latest model Russian car. 
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departments and we ended up in the 
nursery. He seemed prouder of the 
little folk’s domain than of anything 
else in his bank. 

On a visit to another bank, the 
official was so pleased with their water 
cooler that he insisted I have a drink 
from it. The contraption didn’t look 
like anything I had ever seen before, 
and it offered charged water. 

On the whole, I missed most the 
little things that we take for granted 
in our banks such as plenty of light, 
modern telephones, up-to-date equip- 
ment and the 40-hour week. 

To a Russian banker, though, these 
things probably do not seem important 
and his working conditions are better 
than those of most other enterprises 
in his country. 


Bank buildings reflect influence of eastern architecture 


Despite rather drab appearance, the Russian banks are well maintained 
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OF FAITH 


Life without faith would be like an empty shell. 
It is faith, and faith alone, that fills our lives 
with meaning and makes our lives 
worth living. Every noble thought we think, every 
kindly deed we do, is an act of 
faith in ourselves and in our fellow men. We 
have faith in the love of our parents, the 
affection of our children, the devotion of our 
friends. We have faith that there will be 
a tomorrow as there was a yesterday, 
that dawn will follow darkness, that gladness 
will follow pain. We have faith in 
God's goodness and mercy, in the ultimate 
purpose of life, in the immortality 
of our soul. And so, in this season of 
faith, with its joy and happiness and high 
hope for the future, we send this wish 


to all our friends everywhere... 


Merry Christmas, Happy New Year 
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and Remodeled Bank Quarters Select Attractive Settings 


Modern building materials add to the distinctive designs of these structures 





















Houma, La. The newly remodeled and expanded 
quarters of the Citizens National Bank present a 
striking exterior. Carnelian granite frames the huge 
glass mosaic mural over the entrance. The interior 
is richly appointed in various blends of marble 
and aluminum. Paneling is of Brazilian rose- 
wood and walnut. A motor bank building has been 
constructed at rear of building which offers four 
drive-in windows 
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Atlanta, Ga. Capping the new East Atlanta office of the Fulton 
National Bank is this floating roof that is trimmed with large 
opaque glass panels. Natural lighting is emphasized in this 
attractive contemporary structure. Planter boxes, lawn area 
add beauty to the business district in which it is located 


Bay Shore, N. Y. Long, modern and low are the terms best used to describe the new Community Office of the First 
National Bank and Trust Company. Light and dark tan bricks have been used along with great expanses of plate 
glass. Panels above and below windows are also of glass. Note continuing overhang extending length of office 











so menial 


Depew, N. Y. The new office of the Marine Trust Company of 

Western New York is actually wedge-shaped. Ceiling to floor 

panes of glass have been used in the lobby area. A large 

parking lot is adjacent to the office. Contrasting building mate- 
rials blend effectively to set off plantings 








Sunnyvale, Calif. Planned to blend in with surrounding build- 

ings in a shopping center, the accent is on contemporary design 

for this new office of the Crocker-Anglo National Bank. 

Drive-in station and parking facilities are available. Inside, 
11 commercial windows serve customers 















Lamesa, Tex. Porcelain panels and contrasting 
brick have been used to form the very modern 
exterior of the new Lamesa National Bank build- 
ing. Two-drive tellers’ windows are offered, as well 
as off-street parking space 
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New Orleans, La. Built to simulate the architectural design 
of the surrounding neighborhood, the new Gentilly branch 
of the Whitney National Bank belies its business use. For 
its employees, the building includes a snack buffet and a 
recreation room. Two drive-in windows are provided 





Wichita, Kans. A two-year modernization and expan- - 

sion program at the Fourth National Bank added over Siem Snaiteee Geaenteal ae aioe 

100,000 square feet to the building and the addition Morehead, Ky. Corrugated porcelain enamel panels add an 

was faced with marble and granite. Vertical lines unusual effect to the new home of the Peoples Bank. An 

emphasize the height of the seven-story structure. attractive planter runs the entire front of the building and 

The $4 million project has created one of the largest is protected by a modern overhang. The masonry portion at 
bank-office buildings in the state right houses the vault and mechanical equipment 


. 


ee yas 
La Crosse, Wis. Brick and metal combine in this striking 
new building of the First National Bank. The use of glass 
has been emphasized in the design and the front entrance 
has been effectively framed with a small protective canopy. 
Three drive-in windows are provided at the rear 


Allentown, Pa. Polished granite, Mansota limestone 

and aluminum have been used to finish this striking 

new main bank office of the First National Bank. The 

” . curtain wall exterior construction provides 59,000 

Winsted, Conn. This Dutch colonial building is the new home square feet of banking space. Inside, the building 

of the Winsted office of The Connecticut Bank and Trust includes escalators, public lounge, community room 

Company. This picturesque structure blends with the archi- as well as complete facilities for employees. The 

tecture of this Connecticut community and its spacious building also includes drive-in and walk-up teller 
interior provides maximum customer convenience facilities adjacent to a parking area at the rear 
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ile youre trimming your tree this Christmas... 


‘ well be trimming OUTS, too. . . hurrying and hoping, in our homes 


as in yours, that the last ornament gets up before the first youngster does. It’s a merry 


race. May Santa always win it! The four thousand people of the 


Continental Illinois National Bank and Trust Company 
icago 

wish you a year of bright hope. . . and fulfillment. 

Member F.D.1.C, 


Burroughs Clearing House 
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BURROUGHS CLEARING HOUSE, vecesmen. 


NABAC CONVENTION REPORT 


OPENING SESSION ... President Franklin D. Price gavels 34th annual convention to order* 





DANK OPERATIONS FORUM 


Latest systems and auditing trends are reviewed 
as Dallas meeting attracts a “Texas-size’’ crowd 


ance, and fortified by careful 

advance planning, the 34th an- 
nual convention of the National As- 
sociation of Bank Auditors and 
Comptrollers proved a_ profitable 
meeting place for the exchange of 
ideas when it convened in Dallas, 
Texas early last month. 

For some 1,625 delegates, meeting 
highlights included addresses out- 
lining the nation’s banking picture 
in general, and the important role of 
bank operations officers in this pic- 
ture. Other major speakers briefed 
NABAC members on such topics as 
Canadian banking, the work-a-day 
schedule of the Federal Reserve 
Roard, and the contribution of 


Cae a by a record attend- 
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SEE COVER: F. Byers Miller, NABAC 
Executive Director, summarizes report 
of Research Institute project 
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By 
THE EDITORS 


women to banking. Operations-wise, 
program features included a sum- 
marization of the first study con- 
ducted by the NABAC Research 
Institute, covering dual posting, and 
a panel report on progress in bank 
automation. 

On hand to add to the agenda of 
the three-day meeting were Lee P. 
Miller, president of the American 
Bankers Association; Charlotte 
Engel, president of the National As- 
sociation of Bank Women; J. L. Rob- 
ertson, Governor of the Federal 
Reserve System; and W. E. Mc- 
Laughlin, assistant general manager 
of the Royal Bank of Canada. 

The annual report of the associa- 
tion’s president was necessarily brief. 
Franklin D. Price gained office in 





July of this year as the association’s 
working year was changed by a vote 
of the membership last year in At- 
lanta. The vice-president of the 
Texas National Bank, Houston, did 
report that although recent bank 
mergers materially affected member- 
ship, the association in the past 12 
months had a net gain of 13 mem- 
bers. 

Outlining the work of the Re- 
search Institute in resolving the 
present day’s high cost of bank oper- 
ation, Mr. Price promised a continu- 





*From left: The Rev. William H. Dickinson, ft.. 
astor, Highland Park Methodist Church, Dallas; 
& W. Overton, Jr., chairman, Texas Bank an 
Trust Company, Dallas; Mayor R. L. Thornton, 
Sr.; chairman, Mercantile National Bank, Dallas; 
Franklin D. Price, president of NABAC and vice- 
resident, Texas National Bank, Houston; Steve 
Somer, past president of NABAC and senior vice- 
resident and treasurer, Trust Company of 


eorgia, Atlanta; M. Frank Richardson, general 

convention chairman and _ vice-president, First 

National Bank, Dallas; William H. Greenfield, 

program chairman and vice-president, Republic 
National Bank, Dallas 
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ARRIVAL ...A real Western welcome awaits President Price 
and Executive Director F. Byers Miller 


ation of association support for the 
project that was organized and given 
impetus by the previous administra- 
tion headed by former president 
Steve Bomar. The president also 
singled out the work of the NABAC 
School for Bank Auditors and Comp- 
trollers, expressed his thanks to 
Clarence H. Lichtfeldt, comptroller 
and vice-president, First Wisconsin 
National Bank, Milwaukee, retired 
_ founder and director of the school, 
and welcomed Edward F. Lyle, senior 
vice-president and comptroller of the 
City National Bank and Trust Com- 
pany, Kansas City, Missouri to the 
school’s directorship. 

In his keynote address, Ben H. 
Wooten, president of the First Na- 
tional Bank, Dallas, urged the 
NABAC membership to think of 
their operations in terms of their 
individual banks as a whole, and to 
be as aware of the selling job of the 
bank as are the tellers and platform 
officers. Describing the personality 
of a bank, Mr. Wooten explained that 
it is evidenced by the way the presi- 
dent speaks to the man with a small 
account, the way the auditor corrects 
a mistake, the way the telephone is 
answered, the way the borrower is 
handled, the way the staff refers to 
the president when they are away 
from the bank, the way that bank 
services are explained, the atmos- 
phere of the lobby, and this personal- 
ity is reflected in the opinion of every 
individual in the community. 

“We know that a bank must have 
good loans and sound investments,” 
Mr. Wooten stated. “But an attrac- 
tive personality is of just as great 
importance to growth, and the audi- 
tor is a vital cog in the personality 
complex.” 

A.B.A. President Miller praised 
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on-premise bank training programs 
and the various banking schools in 
operation throughout the country for 
raising the standards of bank per- 
sonnel in the past three decades. But 
more specifically, he praised the 
NABAC organization for its work in 
protecting the funds of bank deposi- 
tors by the strengthening of controls. 

“No one is better aware than you 
of the large fidelity losses which have 
occurred in our banking system,” he 
told the convention’s second general 
session. “In many cases, the losses 
have been staggering to the bank 
involved. As a matter of fact, many 
of the cases in which F.D.I.C. aid 
has been required in recent years 


have involved fidelity losses. The un- 
fortunate publicity that attends a 
bank defalcation . . . is the number 
one public enemy of banking.” 

In outlining the importance of the 
bank auditor’s job, Mr. Miller listed 
nine qualifications of the position. 
These included the auditor’s famil- 
iarity with all phases of bank opera- 
tion, his understanding of the opera- 
tions of the many departments in his 
bank, his knowledge of laws and reg- 
ulations governing a bank’s opera- 
tions, his study of the character, 
attitude and ability of the bank’s 
official and non-official personnel, his 
ability to maintain an independent 
and objective attitude toward his 
work, his ability to recognize and 
analyze facts, and his personal force 
to command respect and enough dis- 
cretion, tact, and common sense to 
hold this respect. 

At that same time, he warned of 
the increasing complexities of bank 
operations. “As banking operations 
become more complex through the 
use of electronics, so similarly will 
your job become more complex and 
more demanding.” 

A plausible case for women in 
banking was offered to the member- 
ship by Miss Imogene Bentley, Dean 
of Women, North Texas State Col- 
lege, Denton. But, she did not pull 
any punches in listing the disad- 
vantages as well as the advantages of 
placing women in responsible jobs. 

Miss Bentley referred to five ad- 
vantages of hiring women. These she 
listed as 1. Women can lessen the 
critical shortage of bank workers. 
2. Women make a bank a more at- 
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cowboy shootings, old-time songs, frontier taverns 
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SPEECHES ... Attentive general session audience shows delegate interest in business program 


tractive and interesting place. 3. 
Women workers are accurate, com- 
petent, quick; and the customers like 
them if they are carefully chosen and 
adequately trained. 4. Women work- 
ers create in a bank a desirable at- 
mosphere for doing better business. 
5. Women workers in a bank are good 
business, for women today have 
money, invest money, and spend 
money. These women are looking for 
banks that recognize and appreciate 
women and their ability. 

That women are sensitive, migra- 
tory, talkative and often too inter- 
ested in their looks and the tempera- 
ture of the room in which they work 
were given as disadvantages. 

In summing up her apprisal of 


women in banking, Miss Bentley had 
one suggestion. “First, let us face 
the fact that traditionally there is 
great lack of knowledge among 
women about opportunities in bank- 
ing and about banking generally. The 
suggestion is this: See that your 
bank offers a few college tuition 
scholarships in banking and finance 
to outstanding high school girl grad- 
uates. This would be good advertis- 
ing and it would be an assurance of 
a supply of intelligent, educated, su- 
perior young women who would be 
valuable in any bank.” 

An admittedly condensed, but 
somewhat comprehensive picture of 
the Canadian banking system was 
drawn by W. E. McLaughlin, assist- 


EXHIBIT ... Members of automation panel on program are among 
those shown viewing “automation pipeline” display 
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ant general manager of The Royal 
Bank of Canada. He described the 
broadest difference between his coun- 
try’s banking industry and that of 
the United States by stating that a 
Canadian bank is a bank of branches, 
compared to an American bank which 
is either a unit bank or a bank with 
branches. “Under our system the 
head office is the nerve center where 
the administrative and policy deci- 
sion are made and where all branch 
figures are totalled up. With rare 
exceptions, head office does not deal 
with the public, makes no loans and 
receives no deposits,” he explained. 

He tailored his remarks on Cana- 
dian banking, in part, to the methods 
that its banks use to tie-in the ac- 
counting, auditing and control of the 
widespread branch systems. He ex- 
plained that each branch maintains 
a direct account with the head office 
and this account is credited and deb- 
ited as deposits and checks are 
cleared in the head office. A con- 
densed statement on balances of 
loans and deposits is made each week 
by the branch and forwarded to the 
head office and a complete consolida- 
tion is available one week after the 
date of the figures. 

In some detail, Mr. McLaughlin 
described bank reserves, clearings 
between banks, the part played by 
the Bank of Canada in day-to-day 
bank operations, foreign exchange, 
the role of the comptroller and the 
appointment and duties of auditors, 
bank examinations, and the internal 
audit and control of Canadian banks. 

“What is Ahead in Taxes?” was 
the title of an address delivered by 
Edward H. McDermott, McDermott, 
Will & Emery, Chicago. 

Federal tax legislation in 1958, 

See BANK OPERATIONS FORUM—Page 90 
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From major money centers there’s a steady flow 


of financial bulletins beamed at a better 
understanding of business trends 


The Wide Impact of 
BANK ECONOMIC LETTERS 


ANK statements these days don’t 
always consist of a tabulation of 
deposits and withdrawals. 


City will dispatch some 260,000 
copies of the missive without charge 
to readers in all states and many 


the status of the nation’s economy. 
Somewhat removed from the main- 
stream of U.S. finance, Phoenix, Ari- 









More and more U.S. banks are foreign lands. This press run ex- zona, is the fount of a bank letter t! 
striking another kind of balance for ceeds that of many metropolitan with a sizable and particularly appre- 8 
customers—totting up the plus and _ dailies, and is by far the biggest cir- ciative nationwide following.. It’s the 
minus factors that affect the busi- culation of a bank letter. Simulta- widely circulated “Arizona Prog- le 
ness outlook. neous editions of the “Letter” in Por- ress,” a four-page monthly compen- ti 

This other kind of statement is tuguese and Spanish help make up’ dium of state economic trends, whose b 
usually called a “bank letter’—a _ that total. humorous cover-page commentary on t 
growing medium of communications Economic commentaries similarly random subjects by Editor Herbert 3} 
between bankers and their patrons, are regularly dispatched free to A. Leggett, vice-president, generally t! 
present and potential. readers by other major New York provokes approving smiles from n 

Bank letters, to be sure, are not City banks, notably Guaranty Trust bankers, in big banks and small, from t] 
new. The famed “Monthly Letter” of Company’s “Guaranty Survey” and _ coast to coast. a 
First National City Bank of New Chemical Corn Exchange Bank’s Bank letters run from four to p 
York—first to be issued by a bank in “Trends.” And from banks in Bos- twelve pages, for the most part, and p 
this or any other country—observed ton, Chicago, Cleveland, Dallas and are usually issued monthly. Their a 
its fiftieth anniversary nearly five other major U.S. money centers appeal generally stems from their b 
years ago. courses a gratuitous flow of infor- presentation of a convenient summa- 

Early next month, First National mation and comment on business and tion of factors affecting the economy h 


Typical examples of financial letters that are aimed at keeping businessmen informed 
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GEORGE B. ROBERTS 


that are not always as succinctly 
stated in general publications. 

Most banks frankly look upon the 
letters as a prestige-building promo- 
tional and public relations tool. The 
bigger banks, also, use their letters 
to cement relationships with corre- 
spondent banks. For example, more 
than half of First National City’s 
monthly letter distribution is made 
through correspondent banks, which 
are invited to have their names im- 
printed on the cover-page simply by 
paying per-copy publishing costs— 
about five- cents a copy. Some 400 
banks do just that. 

Bank letters of commercial banks, 
however, are not always written by 








J. WESLEY ROHN 


Editors of prominent business economic commentaries widely distributed by banks 


banks. Several non-banking concerns 
make a business of preparing and 
publishing letters for distribution by 
banks on a contract basis. 

One of these is Business News As- 
sociates, Inc., of New York City. 
Business News Associates produces 
for banks a syndicated four-page 
publication called “Impact” which is 
issued weekly under the separate 
mastheads of some 135 banks in 
nearly all states. “Impact” deals with 
general economic trends and devel- 
opments based on reports from 
Washington and New York City. 

Founded twelve years ago, Busi- 
ness News Associates is the only in- 
dependent concern that packages a 


HERBERT A. LEGGETT 


general-interest economics letter for 
banks, according to J. Wesley Rohn, 
president and editor. Other firms 
that prepare material for distribu- 
tion under a bank’s own imprint deal 
in specialized areas. Among them are 
Merrill Anderson Co., Inc., New York 
City advertising agency specializing 
in bank advertising, which issues a 
monthly letter on trusts and estates, 
distributed under the _ individual 
masthead of more than 160 banks in 
44 states, and Doane Agricultural 


Service of St. Louis, which distrib- 

utes a monthly farm report on be- 

half of banks and other subscribers. 
Mr. Rohn attributes the growing 
See BANK ECONOMIC LETTERS—Page 96 
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After watching hundreds of these annual 


gatherings over a twenty-year span, a 
weteran financial writer gives... 


Hints on Conducting 
STOCKHOLDER MEETINGS 


HE annual meeting of stock- 

holders of a bank can be a source 

of trouble or a happy occasion 
at which more good public rela- 
tions work can be done than at any 
other time of the year. If there is 
trouble it is usually the fault of the 
chairman or the president of the 
bank. The adept chairman or presi- 
dent always can avoid trouble, turn 
back the darts that are meant for his 
heart and, by a little bit of stage 
management, make the whole thing 
a sounding board to echo what a good 
manager he is and what a good team 
of associate managers he has. 

Stockholders always are pleased to 
find that they have a management 
that is on its toes, and they will vote 
cheerfully for all manner of pension 
and profit-sharing plans, no matter 
how expensive, if convinced that the 
management is worth perpetuating 
through incentives to work. So it is 
a good trick for a bank chairman or 
president to run an annual meeting 
the way it should be run, without 
domination by minorities, without 
acid clashes of oratory, and without 
damaging headlines in the next day’s 
newspapers. 

The stockholders’ meeting, it 
should be remarked, is an essential 
part of democratic capitalism. It af- 
fords the only opportunity the stock- 
holders have throughout a year to 
question directly the managers of 
their business on any subject they 
wish to discuss—provided it relates 
to the bank’s business. 

By tradition if not by law, the 
stockholder feels he can compel an 
answer to his questions. Twenty 
years ago many bank meeting chair- 
men cavalierly refused to answer 
certain questions as too impudent, 
too personal or too revealing of de- 
tails of the business to the compet- 
itor across the street. Today most 
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By 
ED TYNG 


chairmen take all questions in stride, 
no matter how embarrassing. Once 
in a while they turn to the bank’s 
counsel, sitting near by, and ask him 
whether a certain question should be 
answered. Invariably today the bank 
counsel replies, if the occasion is an 
annual meeting: “Better answer it.” 

So everything has come to be fair, 
as in love or war, at bank annual 
meetings; management knows its law 
and its rights, but so do the stock- 
holders: The same is true of the 
guests, who may be non-stockholding 
friends of the managément, news- 
paper reporters or others who, as 
non-stockholders, are there by court- 
esy and therefore entitled to ask 
questions only by consent of the 
chairman. This consent is normally 
granted upon request, provided the 
inquirer is not obviously on a fishing 
expedition for information which 
may or may not be damaging to the 
bank’s business. 

Yet, today’s meeting chairman 
is keenly interested in saving time. 
In years gone by every official notice 
respecting the meeting, every item 
of business on the agenda, the cer- 
tificates of publishers who had in- 
serted the annual meeting advertise- 
ment, the oaths of inspectors of elec- 
tion, all were read verbatim before 
a small group of bored stockholders. 
Most of that process is dispensed 
with today, with approval of counsel, 
and, of course, always subject to 
reading in full if some stockholder 
demands it. As a result it has been 
found possible by some big banks to 
get a stockholders’ meeting over with- 
in less than ten minutes, if every- 
thing goes according to schedule. 
A ten minute meeting will start 






with the chairman of the bank tak- 
ing the floor, announcing that the 
hour of meeting has arrived, and call- 
ing for election of a permanent chair- 
man of the meeting; somebody imme- 
diately moves and somebody else sec- 
onds and the temporary chairman, 
upon an “aye” vote, becomes perma- 
nent. The chairman then says that 
affidavits of notice of the meeting 
have been filed; that, unless some- 
body wants it, reading of the annual 
report will be dispensed with and 
that now it is time for any questions. 
There being none, he then says the 
order of business calls for the elec- 
tion of directors. Somebody moves a 
list of nominees, in package form, 
somebody seconds and all vote “aye.” 
The chair then says a motion to ad- 
journ is in order, somebody seconds 
such a motion and the whole affair is 
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Chairman Harold H. Helm presides at 134th annual meeting, Chemical Corn Exchange Bank, New York City 


This article relates how meeting chairmen can keep the question 


over. This may be “railroading” 
things pretty fast, but in the absence 
of objections it is customarily done 
in banks where meetings are har- 
monious. 

Most meetings of small banks are 
cozy, family affairs where nearly 
everyone calls everybody else by his 
first name and where nobody would 
think of questioning the chairman’s 
or the president’s decisions on the 
order of business, what should or 
should not come up for discussion, 
or how he might interpret Roberts 


Rules of Order. But little banks, like 
big ones, can always run afoul of a 
shareholding newcomer who knows 
all the rules, all the questions, and 
who is there for a purpose which may 
be obscure to all others and who 
must always be accorded his rights. 

Large banks almost always have 
a specified “order of business’ for 
annual meetings and their chairmen 
insist on following it while, at their 
option, consenting to temporary in- 
terruptions. The first three items, 
about which there are rarely any 


main office tour, lwre stockholders to Central National Bank of Cleveland 


Feminine shareholder group inspects safe deposit facilities during post-meeting tour 
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periods smoothly under control 


comments, are the calling of the 
meeting to order and election of a 
meeting chairman, presentation of 
affidavits of notice of meeting, and 
introduction of proxies and inspec- 
tors of election chosen in advance. 

An optional fourth item may be 
introduction to the stockholders of 
directors who may be present or 
prominent officers or staff members; 
big metropolitan banks marshal all 
they can of their boards and top 
brass and make a spectacle out of 
this item on the agenda. Then, some- 
times before and sometimes after 
election of directors comes the chair- 
man’s or president’s annual report. 
It can be read in full, paraphrased 
briefly or simply handed to the secre- 
tary for filing. At this point there is 
usually a question period for share- 
holders. If the question period comes 
after the election of directors there 
may be objections from stockholders 
who fear a quick motion to adjourn 
—not debatable—before there is op- 
portunity for them to ask questions. 
Where election of directors comes 
before questions it is customary for 
the chair to assure all present that 
he will not recognize a motion to ad- 
journ before there is opportunity for 
questions. 

The question period presents the 
only real problem to the man who 
runs a bank annual meeting; here 
comes the test of his leadership. Even 
the quick-tempered individual knows, 
after one exp 2zrience with these rough 
and tumble affairs, that he must at all 

See STOCKHOLDER MEETINGS—Page 98 
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For 20 years, home modernization paper 
has formed the bulk of this bank’s 
instalment loan portfolio ros 


Stable Profits From 
HOME IMPROVEMENT LOANS 


HEN a $32 million bank has 

approximately half of its as- 

sets in the form of instalment 
loans, it admittedly represents an un- 
usual situation. And, when 80 per 
cent of the instalment loan portfolio 
consists of home improvement paper, 
totaling some $1314 million, it can be 
seen that our emphasis on the one 
credit category really comes under 
the heading of “unique.” The busi- 
ness has been so stable and so rela- 
tively profitable, however, that our 
intensive wooing of this particular 
market seems well justified by re- 
sults over the past 20 years. 

Today, our instalment loan depart- 
ment serves an area within a 75-mile 
radius of the City of Pittsburgh. 
Most of our 131 dealers have been 
with us for several years, a fact that 
encourages us to think that we are 
satisfying their needs and ade- 
quately serving their customers. For, 


By 
J. R. PURSELL, JR. 


Executive Vice-President, 
Brookline Savings and Trust Company, 
Pittsburgh, Pennsylvania 


since the inception of the program, 
we have been determined to give this 
field of lending our widest attention. 
The chart on page 45 bears out 
this concentration on home improve- 
ment loans, although the totals only 
reflect our activity in the field over 
the past 10 years. The ratio of home 
improvement loans to all of our in- 
stalment credit paper has never 
dropped lower than 80 per cent in 
this 10-year span, and, at present, 
we have 29,492 active home modern- 
ization loans which account for a 
total of $13,474,253. 

Twenty years ago when this writer 
joined Brookline Savings and Trust, 
the small bank was 13 years old and 


struggling to build accounts. Instal- 
ment lending was still a relatively 
untried field, and yet the potential 
demand for time purchase of con- 
sumer goods was very much in evi- 
dence. With a background of experi- 
ence in the finance company business, 
the writer was given a great deal of 
latitude in developing the bank’s 
small loan department. We immedi- 
ately began taking -advantage of 
those areas of lending already suc- 
cessfully established by the finance 
firms, and with almost immediate 
success. The instalment credit phil- 
osophy was particularly attractive to 
us. We soon began selling the ad- 
vantages of time payments to finance 
home repairs. 

The need for developing a diverse 
group of dealers was almost imme- 
diately apparent to us. During the 
first few years of our expanded loan 
department’s history, we were espe- 


Management, dealer man, keep abreast of new developments in home improvement lending field 
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Consistently, 80% of instalment loans go for modernization 


cially interested in building a volume 
of indirect financing and other offi- 
cers of the bank joined me in making 
regular visits to dealers in our area, 
telling them of Brookline’s interest 
in the home improvement field. 

While searching for a theme to 
carry bank messages to radio listen- 
ers and newspaper readers in our 
early advertising, we hit upon the 
adaptation of familiar Mother Goose 
rhymes to our banking story. We 
were one of the first businesses in 
the Pittsburgh area to prepare sing- 
ing commercials for radio, and the 
catchy little Mother Goose stories 
brought a great deal of favorable 
comment from listeners. While most 
banks at the time were restricting 
their advertising to conservative 
claims about safety, we were actively 
merchandising our instalment loan 
department as well as the other serv- 
ices of the bank. Our 15-year-old 
newspaper advertisements were not 
unlike the ads that banks throughout 
the country are using today. In re- 
cent years we have added our mes- 
Sage on home improvement loans to 
billboards and public transportation 
advertising. 

Periodic checks of all of our in- 
stalment paper strengthened our 
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faith in our home modernization ac- 
counts. Delinquencies were nearly 
non-existent and account handling 
was the least troublesome of all of 
our loan categories. This business, 
we discovered, was apparently not 
affected by occasional dips in the 
economic business levels of the com- 
munity. It appeared that when busi- 


ness tightened and employee earn- 
ings dropped, people turned their at- 
tentions to improving their biggest 
investments—their homes. 

By 1943, our loan department was 
beginning to thrive from our efforts. 
In addition, increased activity in the 
commercial and savings departments 
reflected the increase in customers 
for our loan department. It was then 
that we realized that the instalment 
lending department could support 
its own outside representative and 
we retained C. S. Miller, a man ex- 
perienced in home construction, as 
our dealer man. Mr. Miller’s sole 
duties are to serve our present deal- 
ers, spot-check work projects for the 
protection of our customers, and de- 
velop new dealers. He keeps abreast 
of all new governmental regulations 
relating to the home improvement 
lending field, and also brings new 
programs or services of the bank to 
the attention of the dealers. He is 
often called upon to offer special 
counsel to dealers who have unusual 
financing problems. His is a very 
busy and important job. 

We have been active in the FHA 
Title I loan program since 1934. This 
type of government insured loan has 
done much to promote the home mod- 
ernization business in the Pittsburgh 
area and we have supported the pro- 
gram wholeheartedly. Title I’s now 
comprise some 40 per cent of all our 
home improvement loans. There con- 
tinues to be, however, a regular de- 
mand for direct financing under con- 
ventional loans, especially at this 
time when a small army of do-it- 
yourself enthusiasts seem to be 
emerging on the scene. Our rate on 
conventional loans for home repair 
is six per cent. 

Advantages of FHA Title I loans 

See HOME IMPROVEMENT LOANS—Page 88 


Large, pleasant office assures borrowers of immediate service 
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This legislation is slated to be a major banking 
objective next year. Here are some factors 
behind its failure to pass in 1958 


NE-RAAMIMING THE 
MANGAL TNSTEUTIONS: BILL 


HE legacy of the ill-fated Finan- 

cial Institutions Bill in the last 

Congress is a public image so 
blurred by charges that its real job 
of modernizing banking and credit 
legislation has been lost sight of. 
Unless this image can be corrected, 
it will jeopardize any general over- 
hauling of financial legislation in the 
forthcoming 86th Congress. For that 
reason some of the more serious 
charges might well be re-examined in 
this lull between engagements to see 
what substance there is to them. 

There were no real problems in the 
Financial Institutions Bill that Con- 
gress could not have resolved in the 
last session. It has come up with an- 
swers to many tougher problems in 
shorter time. But the things that 
were said about the bill confused 
many members of Congress and re- 
sulted in the bill being stymied in 
the House Banking and Currency 
Committee. 

The charges came so thick and so 
fast that the answers went unheeded, 
crowded out of public interest by still 
newer charges. The net effect of this 
organized campaign of charges and 
alarms was to create a doubt—which 
was exactly what was intended. And 
when the opposition of organized 
labor was enlisted, that doubt took 
on new proportions. Added to all this 
was the fact that the financial com- 
munity was divided over certain fea- 
tures. This in itself was a serious 
impediment. 

Two themes ran through the at- 
tacks on the Financial Institutions 
Bill in the House, both appealing to 
historic American fears and preju- 
dices. The first exploited our deeply 
ingrained fear of power, in this case 
the alleged threat of the concentra- 
tion of economic power in large 
financial institutions. The second 


46 


By 
THOMAS W. MILES 
Washington, D.C. 


Explains creation of doubts 


capitalized on the political appeal of 
the consumer and small business. 

Two quotations from the many in 
“The Congressional Record” aptly 
illustrate the play on these themes. 
In one it was charged that provisions 
in the bill “will weaken the smaller 
banks and lead to more centralized 
control over banking.” 

And the other contended: “Many 
hidden booby traps against con- 
sumers, against the laboring man, 
against the small banks, against the 
Federal credit unions, against legiti- 
mate insurance agents and salesmen 
and against the public interest.” That 
takes in the butcher, the baker, the 
candlestick-maker in a political wrap- 
up. 
Before looking more closely at the 
imagery in the charges we might re- 


view briefly the history of the Finan- 
cial Institutions Bill to get a better 
perspective. The need for codifying 
and up-dating banking and credit 
laws is generally conceded. 

Recognizing that need, Senator A. 
Willis Robertson of Virginia pro- 
posed in the summer of 1956 to meet 
it. Subsequently, Senator J. W. Ful- 
bright of Arkansas, Chairman of the 
Senate Banking and Currency Com- 
mittee, named Senator Robertson to 
make a study for the committee of 
all Federal statutes governing banks, 
savings and loan associations and 
credit unions. This was a formidable 
undertaking and one that other less 
intrepid members of Congress than 
Senator Robertson had shied away 
from for years. Senator Robertson 
was acting in the tradition of his 
predecessor, the great Carter Glass. 

Senator Robertson’s first step was 
to invite all of the Federal supervi- 
sory agencies to recommend amend- 
ments for changes in the statutes 
under which they function. These in- 
cluded the Comptroller of the Cur- 
rency, the Federal Reserve Board, 
the Federal Deposit Insurance Cor- 
poration, the Federal Home Loan 
Bank Board and the Bureau of Fed- 
eral Credit Unions. Recommenda- 
tions were also requested of the 
Treasury Department, the Bureau of 
the Budget and the General Account- 
ing Office. 

Then, to complete the picture in 
accordance with the practice on Capi- 
tol Hill in such matters, Senator 
Robertson sought the views of a fair 
cross-section of the financial com- 
munity. He set up an Advisory Com- 
mittee to which each of the 15 
Senators on the Senate Banking 
Committee named one appointee. He 
appointed the other 12 to insure ade- 
quate representation of the various 
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groups involved. This became known 
as the Cravens Committee, so named 
for its chairman, Kenton R. Cravens, 
president, Mercantile Trust Com- 
pany, St. Louis, Missouri. 

There was lots of work to be done. 
The task was described by Lee P. 
Miller, recently elected president of 
the American Bankers Association, 
as “monumental.”’ Senator Robertson 
spelled it out for the record in these 
words: 

“The study of existing statutes of 
necessity will be a technical one 
rather than a broad inquiry into 
financial and economic theories. The 
major objective will be to formulate 
a new banking code with obsolete 
provisions eliminated and new au- 
thority added in areas where need is 
clearly demonstrated.” 

The Government agencies turned 
in more than 180 amendments on 
which the Robertson Subcommittee 
held hearings that November (1956) 
and the next month the Advisory 
Committee reported 200 recommen- 
dations. Out of all this basic material 
Senator Robertson and his counsel, 
Donald L. Rogers, drew up a tenta- 
tive 252-page bill which was pub- 
lished as a Committee Print. Senator 
Robertson made this comment about 
the bill: 

“T deliberately eliminated from the 
tentative bill new policy issues and 
limited the controversial issues as 
far as practical to those which had 
previously been considered either by 
the Senate or the House but on which 
no final action had been taken.” 

On this bill the Robertson Subcom- 
mittee held 14 days of hearings 


Fears, prejudices were aroused 
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Some Major Provisions of the 
Financial Institutions Act 


@ Vest authority over bank merg- 
ers in the appropriate Federal 
bank supervisory agency. 

@ Make the cumulative. voting. 
procedure permissive rather 
than compulsory in the elec- 
tion of national bank directors. 


@ Liberalize existing statutory 
limits on loans by national 
banks. 


@ Require Federal savings and 
loan associations to conform to 
State law in the establishment 
of branches. 

@ Clarify rights of depositors 
under F.D.I.C. insurance. 
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M. MONROE KIMBREL 


A.B.A. spokesmen testifying 


(January 28 through February 18, 
1957) and heard 39 witnesses discuss 
the changes proposed in the laws. In 
addition, 114 written statements, 
letters, etc., were submitted, bring- 
ing to 1,073 the number of. pages in 
the printed record of the Senate 
hearings. 

After that the Senate Banking 
Committee met in executive session 
and drafted the Financial Institu- 
tions Bill, S. 1451, which it reported 
to the Senate March 4. The Senate 
debated that bill five days, fought 
over a number of amendments and 
in the end was content to pass it by 
voice vote. From the recital of the 
bare facts of this report of the prog- 
ress of the bill it is abundantly evi- 
dent that the Senate was fully aware 
of the controversial features of this 
legislation. 


UT if the bill ran a gamut of con- 

troversy and compromise in the 
Senate, it jammed smack into devas- 
tating tactics in the House. These 
involved delay and what was virtually 
a filibuster in the executive sessions 
of the House Banking Committee. 
These tactics were surprising only 
in the sense that they proved to be 
insurmountable. 

Even before the bill was introduced 
by Representative Paul Brown of 
Georgia in the House as H. R. 7026, 
its proponents were on notice that it 
was in for trouble. Mounting the 
attack against the bill in the House 
Banking Committee were Represen- 
tatives Wright Patman of Texas and 
Abraham J. Multer of New York. 
Behind their opposition lay years of 


LEE P. MILLER 


GIBBS LYON 


in behalf of the banking bill 


sharp criticism of banking laws. 
They were supported silently, for the 
most part, by colleagues responsive 
to labor criticism. Unless this is 
understood, it would appear that Mr. 
Patman and Mr. Multer carried off 
the show alone—which was not the 
case. 

There was another factor in their 
favor that is not understood very 
well except in Washington. And that 
is that Congress does not have occa- 
sion to deal with banking legislation 
very often—the last big banking bill 
was the Banking Act of 1935—and, 
accordingly, Congress is not so accus- 
tomed to handling this legislation as 
it would be in the case of a tax 
measure or a public works proposal. 
There is no ready frame of reference 
in which the members of Congress 
can relate the technical features in- 
volved in an overhaul of banking 
laws. This might explain why doubts 
about the bill were relatively easy to 
raise. 

The House Banking Committee 
fight was long, and exceedingly te- 
dious because many of the members 
found so much of it repetitious. 
Throughout, Chairman Brent Spence 
of Kentucky handled the sessions 
with judicial consideration, fairness 
and restraint. He had the support of 
many long-suffering members of the 
Committee but time was of the es- 
sence and time was against the bill. 
Indeed, many of the charges against 
the bill went unanswered in the rec- 
ord only because proponents of the 
Financial Institutions Bill hesitated 
to do anything that might be used as 

See FINANCIAL INSTITUTIONS BILL—Page 102 
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Small Business Capital 
Program Taking Form 


When Congress in August agreed 
upon the provisions of the Small 
Business Investment Act of 1958, 
the legislators handed to the Presi- 
dent one of the most difficult laws to 
administer within recent memory. 
And the burden was not made lighter 
by the spontaneous public demand 
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Application for SBA license 


which promptly brought a flood of 
13,000 inquiries to the Small Busi- 
ness Administration and more than 
2,000 follow-ups. 

S.B.A. Administrator Wendell B. 
Barnes has proceeded with caution, 
taking the conservative task in issu- 
ing regulations and interpretations 
of the Act. For this he has reaped 
widespread denunciation, particular- 
ly by Congressmen interested in 
small business financing. 

The tentative regulations issued 
late in October were pounced upon as 
contrary to what Congress intended. 
While declining to concede any con- 
trariness, the S.B.A. admitted the 
regulations were “conservative,” not- 
ing that it would be easier to loosen 
the lending rules than to tighten 
them up. During the period prior to 
the publication of the final regula- 
tions, there were numerous confer- 
ences with public and private spokes- 


December, 1958 


By JOHN DONOGHUE 
Washington Correspondent 


men in an effort to develop a work- 
able code of rules. 

One of the main objections was the 
reservation of authority by 8.B.A. to 
pass upon just about everything a 
small business investment company 


may elect to do. This, it was con- 
tended, defeated the purpose of turn- 
ing over the management functions 
to local, privately owned companies. 
In reply, S.B.A. spokesmen said su- 
pervision was essential to prevent 








How to Improve Service 
and Keep Customers Happy 





Here’s a brand-new booklet with a fresh, proved-effective solution to 
a problem that is fast reaching the despair point for many institutions 
handling repetitive payments. It tells what to do about the growing 
line at the payment window—the slow-moving line that tries tempers, 
loses customers. 


“Long Lines and Short Friendships’’ gives vital facts on the Cummins 
Coupon-Payment System . . . how it improves service, keeps customers 
happy, reduces costs, simplifies posting, and prepares for future auto- 
mation. Data is also included on the coupon processing equipment 
that can provide completely automatic accounting at any time once 
all accounts are on the coupon system. 


Prepare now for automation . . . write today for your copy of this au- 
thoritative new publication. . 


/ Cummins 


Cummins-Chicago Corporation 
4740 North Ravenswood Avenve, Chicago 40, Illinois 
Soles and Service in all Principol Cities 









49 





abuses, for they noted that practical- 
ly every proposition so far received 
had some “angle” or other that in- 
vited scrutiny. For example, there is 
always the question of overlapping 
management of the investment com- 
pany and the operating concerns. In 
brief, the S.B.A. was taking pains 
to frustrate any revival of the evils 
of the holding company era. 

“And we don’t want some bank to 
make use of this to monopolize busi- 
ness in a town,” an official remarked. 

While the rules make it permis- 
sible for a small business investment 
company to help finance a new enter- 
prise, the S.B.A. greatly prefers the 
concept of bolstering the capital of a 
going concern which already has its 
management, its record of sales, and 
demonstrated profit opportunities. In 
its application for a license, the or- 
ganizing group must outline the na- 
ture and scope of the investments 
the company would plan to make, and 
upon approval must adhere to the 
plan. The extent to which the com- 
pany would seek to enter upon new 
ventures is a factor in considering 
whether it obtains a license. 

A major source of irritation was 
the announced 5 per cent rate on 
loans by S.B.A. to the investment 
companies. Merely to cover operating 


RALPH FARNUM 


Directs new SBA program 


costs, the investment companies 
would necessarily have to look for a 
higher return on its small business 
investments, and provisions for re- 
serves, taxes, profits and the like 
would push the needed rate of return 
out of sight. 

Administrator Barnes has named 
Ralph Farnum, formerly a trust of- 
ficer of the Corn Exchange National 
Bank in Philadelphia and later a loan 
examiner for the Reconstruction 
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Finance Corporation, to be director 
of the investment division of the 
S.B.A. Lynn Bowerfield, assistant to 
the president of the Texas Bank and 
Trust Co., Dallas, was named chief of 
the Office of Licensing and Examina- 
tion for the small business invest- 
ment program. 
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Labor’s Economic Views 
Favor Selective Controls 


The drastic change in the polit- 
ical complexion of Congress, for the 
next two years at least, focuses the 
financial spotlight on the economic 
views and aspirations of labor 
unions, now endowed with enormous 
legislative power. Obviously, their 
first impulse will be to erase from 
the lawbooks some of the most emo- 
tionally resisted features of the 
hated Taft-Hartley law. In the sec- 
ond echelon is a coldly unemotional 
drive toward revising the Nation’s 
economic system along lines more to 
the liking of labor philosophy. 

Conservative members of the fi- 
nancial community are faced with a 
labor philosophy which cannot be 
downed by disparagement and name- 
calling. The election results are con- 
vincing proof that the unions, now 
surrounding the Capitol with impos- 
ing office buildings and well-educated 
office staffs, are in a striking posi- 
tion. Spokesmen for the labor view- 
point are no longer rabble-rousers; 
a new generation of deep-thinking 
men and women have taken over the 
philosophical reins and their analyt- 
ical comments on the national econ- 
omy command attention. 

Since the consolidation of the AFL 
and the CIO, basic techniques of 
unionization have been minimized. 
The strike pattern is yielding to the 
intellectual; the roughneck approach 
is giving way to the scientific. In re- 
cent years, the new consolidated 
labor design for influencing money 
management has found primary ex- 
pression in the hearings and side- 
studies by the Joint Economic Com- 
mittee, headed by Rep. Wright Pat- 
man, Texas Democrat, long an oppo- 
nent of orthodox Federal Reserve 
money management. 

In mid-December, the Joint Eco- 
nomic Committee will hold hearings 
on the general subject of economic 
stability and growth. The discus- 
sions will be based largely on previ- 
ously submitted monographs by re- 
spected economists, including a gen- 
erous representation by spokesmen 
for labor. The first chapter in the 
assembly of monographs is that pre- 
pared under the name of Solomon 
Barkin, Director of Research of the 
Textile Workers of America. It is a 
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powerful and critical piece of work, 
and without detracting from Dr. 
Barkin’s infusion of insight and col- 
orful language, it appears to be the 
work of many hands. 

“More than ever before the Amer- 
ican economy is earnestly in need of 
new tools and approaches in order 
to enable the administration to solve 
this dilemma of speculative pres- 
sures on the market,” the official 
labor statement said. “The easy 
money policy must be continued 
without contributing to inflationary 
pressures. 

“Only a new set of supplementary 
monetary and fiscal controls directed 
to specific areas can effectively deal 
with these problems. So long as the 
administration and the Federal Re- 
serve System resist these sugges- 
tions, they will be merely shadow- 
boxing with monetary inflation.” 

Among the labor spokesman’s rec- 
ommendations: 

“More control over the rate and 
direction of investment must be es- 
tablished in this era of competing 
demands. 

“Controls are needed over the 
credit and investing policies of the 
non-banking financial institutions, 
including life insurance companies, 
savings and loan associations, sales 


and commercial finance companies, 
mutual savings banks, private pen- 
sion funds, credit unions, other con- 
sumer and mortgage finance agen- 
cies, and the liquid assets of corpora- 
tions, in order to coordinate and 
unify the nation’s monetary and 
credit policies and economic objec- 
tives.” 
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Treasury Financing 
Problems Accumulate 


Old Treasury hands, who have 
been carrying the public debt man- 
agement burden for scores of years, 
are looking a little bit stoop-shoul- 
dered these days. One of Undersecre- 
tary Julian B. Baird’s top technical 
assistants, stepping into his chief’s 
office for a final conference on the 
late-November $12 billion rollover, 
was heard to say: “Each one of these 
operations is tougher to work out 
than the last one.” 

The evidence at hand bears him 
out; more and more the Treasury 
must rely upon wits and devices to 
handle its marketings. With deficits 
at hand and further deficits in view 
for an undertermined period, the 
Treasury is no longer the dictator of 
the money market. With interest rates 





running high, the Treasury is most 
sensitive to the suggestion that it 
may be overly “generous” in pricing 
its issues so as to insure a good sale 
—possibly to the detriment of com- 
peting corporate and municipal of- 
ferings and at the derision of hard- 
headed market men. 

In a sense it is a program of edu- 
cation—education of the market to 
Treasury borrowing techniques not 
previously used. One of these is the 
discount sale, which is a compromise 
with tradition until the new text- 
books and tables can be computed. 
This has been a familiar underwrit- 
ing technique, but the Treasury has 
hitherto spaced out the interest rates 
on its securities in steps of one- 
eighths of one percent. But the one- 
eighths method is not sufficiently 
precise for the kind of competitive 
marketing which the Treasury must 
now undertake, yet it is awkward to 
undertake to switch to sixteenths 
and thirty-seconds. Accordingly, the 
Treasury is holding to the pattern 
of steps in eighths, taking up the 
slack by issuing securities at dis- 
count prices. 

By this means, officials explain, 
they can pinpoint the price of an 
issue down to the penny. “Thus we 
can get the final readings from our 
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CHICAGO 
209 SOUTH LaSALLE STREET 
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Inc. can help you 


program in which you may wish to 
participate. Remember: if you, as a 
banker, feel that your client requires 
special financing beyond the serv- 
ices of a bank, Talcott can supply 
this additional working capital until 
such time as the needs of your cus- 
tomer are again acceptable to you. 
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charts and set the price so that it will 
accurately reflect the market and still 
be attractive.” 

Both of the two December 1 re- 
funding issues made use of the dis- 
count device to add refinement to the 
pricing. The certificate bearing 3% 
percent, maturing in 11% months, 
was sold at 99.95 percent of face 
value, to bring the actual yield 3.43 
percent. Mechanically, holders of 
maturing securities swapped old for 
new on a face-value-plus-interest 
basis, and in return received 50 cents 
per $1,000 face value of the new se- 
curities. 

Correspondingly, the new note 
bearing 35 percent, maturing in 
2-years 514 months, was sold for 
99.875 percent of face value, bring- 
ing the yield to 3.68 percent. The ex- 
change was again dollar for dollar, 
with a payment of $1.25 per $1,000 
of face value in order to cover the 
discount. 

Meanwhile, the Treasury foraged 
into other new areas of fund-raising. 
As some market operators had pre- 
dicted, Mr. Baird moved cautiously 
into the market for Treasury bills 
having a 26-week (6-month) matur- 
ity as a supplement to the long-stand- 
ing cycle of repeated weekly issues 
of 13-week bills. Without specifying 
the schedule of conversions and addi- 
tions, the Treasury stated its objec- 
tive of raising some $2.6 billion of 
new cash during the 3-month period 
from December 11 to March 12. Thus 
the total of Treasury borrowings in 
the form of bills is planned to rise 
from the present $23.4 billion to 
$26.0 billion. 


e . 4 


F.H.A. Insurance Fund 
Is Running Low 


A form of rationing its remaining 
mortgage insurance authority has 
been adopted by the Federal Housing 
Administration to tide over the 
period until Congress can replen- 
ish it. 

Commissioner Norman P. Mason 
has stopped issuing formal commit- 
ments to insure, but is issuing in- 
stead “letters of assurance,’ which 
can be converted into commitments 
as houses are actually sold. By this 
device, the F.H.A. is meeting actual 
demands, but meanwhile is not tying 
up its loen insurance authority on 
unsold houses. 

Last May, Congress increased the 
insurance authority by $4 billion, 
which was intended to carry the pro- 
gram through the present fiscal year. 
By November, all but $1 billion was 
committed. Thus the need to stretch 
out the remainder of the authoriza- 
tion was imminent. 
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You won't find it in the dictionary... 
or at any other bank 


You'll find it only at Union Bank, where Money Engineering was 
conceived and developed. To our correspondents throughout the 
world, Money Engineering means speed of transit service calcu- 
lated in minutes, not miles. Discover how Money Engineering can 
bring new efficiency to the clearing of your Southern California 
transit items. Call, write or wire today. 


LOS ANGELES 

Eighth & Hill Streets 

MAdison 6-8441 

Teletype LA 501 * Bank Wire SLUN 
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55 























World-Wide Financial Services 
For Correspondent Banks 


You can provide your customers world-wide banking 
services on your own premises by using the extensive 
facilities of The Northern Trust’s Foreign Department. 
For example, you can offer your customers a drawing 
and remittance service that reaches around the world, 
handled by your own staff in your own bank. We pro- 
vide all materials, including forms imprinted with your 
name, and a complete instruction manual. 

Many banks use the foreign facilities of The North- 
ern Trust to handle all of their business abroad. Other 
banks which already have one or more direct relation- 
ships overseas use The Northern Trust to supplement 
their own coverage and provide world-wide service. 


The 


NORTHERN 


Box N + Chicago 90, liilinois - Telephone Financial 6-5500 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Our experienced staff is organized to give immediate 
attention to your requirements. Plan to discuss foreign 
banking services with the next Northern Trust officer 
you see. Or better yet, ask George Read, manager of 
the Foreign Department, to contact you at your con- 
venience. 


FOREIGN SERVICES FOR CORRESPONDENT BANKS 


e Drawing and Remittance Services 


@ Purchase and sale of foreign 
exchange for spot or future delivery 


e Daily exchange quotations by 
bank wire 


e@ Commercial letters of credit 


e@ Documentary Collections 

e Traveler's Letters of Credit 

@ Foreign Currency bank notes 

e Credit Information 

@ Information on Exchange and 
Trade Regulations overseas 


RUST 
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Burroughs Clearing House 


BAN 











r 
»f 


l- 


use 














THE PERSONALITY SPOTLIGHT 











HARRY V. ODLE 


HENRY J. BOONE 


Editor’s desk changes hands after 25 years 


Concluding more than 25 years’ 
service to Burroughs Clearing House, 
Editor Henry J. Boone will retire 
December 31. He will be succeeded 
by Senior Editor Harry V. Odle. 

During the past quarter century the 
magazine has been closely and promi- 
nently linked with its well-known 
editor, better recognized as “Dan 
Boone.” When he assumed editor- 
ship in 1933, banking’s fortunes were 
at low ebb and the publication had 
also been depression-deflated. Mr. 
Boone immediately began a program 
of improvement, including outstand- 
ing coverage of the vital financial 
legislation of the early Thirties. 

Since then, the magazine has en- 
joyed substantial growth and editorial 
expansion. Many timely features 
have been added and editorial policy 
has been on a highly practical level, 
emphasizing the reporting of new 
ideas and developments in the bank 
and financial fields. 

Mr. Boone began his career as a 
business writer at the Ford Motor 
Company in 1916 and joined Bur- 
roughs Corporation in 1924. He was 
named associate editor of Burroughs 
Clearing House in 1932 and became 
editor in 1933. In preparing his own 
editorial contributions to the maga- 
zine, he has frequently worked with 
banking leaders, association groups, 
and banking agencies. He was se- 
lected for inclusion in “Who’s Who 
in the Midwest” in 1949. 

Since 1938, Mr. Odle has shared in 
the editorial direction of the maga- 
zine and has been a heavy contributor 
himself to its pages. He is a gradu- 
ate of the University of Michigan’s 
School of Journalism. Following his 
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graduation, in 1930, he spent several 
years as a newspaper reporter and 
editor. 

Mr. Odle first became associated 
with Burroughs Corporation as a 
business writer in 1936. Two years 
later he was chosen as editorial assist- 
ant for Burroughs Clearing House. 
He was made associate editor in 1944, 
senior associate editor in 1955, and 
senior editor in 1957, 

. 


In changes at The Chase Manhat- 
tan Bank’s international department 
in New York City, William A. V. 
Cecil has been assigned to the Wash- 
ington, D.C. office, James J. Thackara 
has been named Continental Euro- 
pean representative in Paris, France, 
and Lawrence C. Freer, Jr. has been 
appointed manager of the Paris 
branch. 

So 


J. P. Hobson, senior vice-president, 
has been named to head the new 
securities and research department 
at the American Commercial Bank, 
Charlotte, North Carolina. Newly 
named assistant vice-presidents to 
assist Mr. Hobson are James R. 
Sheridan and Bruce R. Sigmon. 

- 


J. Ed. Warren has resigned as senior 
vice-president of the First National 
City Bank, New York City, to become 
chairman of the executive committee 
and board member of Cities Service 
Company, New York City. 

. 


Albert W. Harris, 91, popularly 
known as the “dean of Chicago bank- 


, 


ers,” died in a Chicago hospital early 


in November, The eldest son of Nor- 
man W. Harris, founder of the Harris 
Trust and Savings Bank, Mr. Harris 
served the bank and its predecessor 
from 1888 until 1948, rising to presi- 
dent and chairman of the board. 

* 


The Federal Reserve Bank of 
Philadelphia has made Joseph R., 
Campbell a vice-president. He suc- 
ceeds Ernest C. Hill who has retired. 

o 


The NABAC Key, the highest 
honor award the National Associa- 
tion of Bank Auditors and Comp- 
trollers can bestow, was presented to 
Darrell R. Cochard at the associa- 
tion’s 34th convention in Dallas in 
November. The award was made for 
his meritorious service to the associa- 
tion and to the banking profession. 
In making the presentation, Franklin 
D. Price, vice-president of the Texas 
National Bank, Houston, and presi- 
dent of NABAC, referred to the re- 
cipient as “Mr. NABAC” who opened 
the association’s first headquarters 
office in Cleveland, Ohio in 1940. 

Mr. Cochard is NABAC’s executive 
vice-president and editor of Audit- 
gram, the association’s magazine. Be- 
fore joining NABAC, he was cor- 
porate trust officer of the Cleveland 
Trust Company. Since he was ap- 





NABAC honors staff member 


pointed managing editor of the 
magazine in 1940, Mr. Cochard has 
served in many other capacities for 
the group including that of national 
committeeman and president of the 
association’s Cleveland Conference. 
Mr. Cochard is the first member of 
the NABAC staff to receive the 


57 





DESIGNED FOR 


FINANCIAL 
INSTITUTIONS 


AVAILABLE 
WITH MELODIOUS 
WESTMINSTER 


INTRODUCING THE 


KENSINGTON 


TIME and TEMPERATURE CLOCK 


a new star in the Peco McClintock Golden Anniversary 
line of exclusive outdoor clocks 


Here is the newest model in the famous Peco 
McClintock line of distinctive 2, 3 and 4 dial out- 
door chime clocks designed exclusively for financial 
institutions. The Kensington, with alternating time 
and temperature, presents a beautifully designed 
stainless steel construction that continues to build 
your prestige for a lifetime. A full 10 feet tall and 
6 feet, 2 inches wide, the Kensington provides over 
60 square feet of viewing area on each side. 


THE CAMDEN 


Time and Temperature: 
Height — 12 feet 


Accurate flashing time and temperature in a cen- 
ter area of over 11 square feet attracts every eye to 
your name in the sign space of over 16 square feet 
at the top and your message in over 5 square feet of 
space at the bottom. 


* **& Get the complete details about these and 
our other outstanding Chime Clock models today. 
No obligation, of course. 





THE NEWPORT 
Alternating Time 














and Temperature 


e- 1908-1958 Chime Clock Division Height — 12 feet 
) PROTECTION EQUIPMENT COMPANY 


BOX 5477, MINNEAPOLIS 8, MINN 





Other PECO Products 
PECO Vault Alarm « Vault Ventilator « Nite-N-Day Depository 
e Envelope an prong | « Pneumatic Auto Banker « Drive-in 
Windows « Walk-u indows « Vault Doors « Safe Deposit 


CHIME CLOCKS 
GOLDEN ANNIVERSARY 








Boxes « Automatic Hydraulic Sewer Valve 
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coveted key. In the photograph on 
page 57, Mr. Price, left, is shown 
making the presentation to Mr. Co- 
chard. 

In other association news, Frank 
G. McCabe has been named manag- 
ing editor of 
Auditgram. Mr. 
McCabe _ joined 
the NABAC staff 
in January, 1952 
and was named 
associate editor in 
July, 1953. In 
February, 1957 he 
was. given the 
additional title of 
director of the 
association’s edi- 
torial division, a post he will continue 
to hold. 





F. G. McCABE 


° 


The American Security and Trust 
Company, Washington, D. C., has 
promoted Chester B. Sellner to vice- 
president and comptroller. Mr. Sell- 
ner, former assistant comptroller, 
succeeds the late Frank B. Morgan. 

4 


Carl A. Bimson, president of the 
Valley National Bank, Phoenix, Ari- 
zona, has announced his candidacy 
for the vice-president’s post of the 





CARL A. BIMSON 
A.B.A. vice-president candidate 


American Bankers Association. His 
announcement followed his endorse- 
ment for the post by the Arizona 
Bankers Association. Election of Mr. 
Bimson in 1959 would place him in 
line for the association presidency in 
1960. 

His service to the A.B.A. dates back 
to 1941, and since that time he has 
chairmanned the association’s instal- 
ment credit commission and has been 
a member of both the executive com- 
mittee and credit policy commission. 

Mr. Bimson joined Valley National 
in 1933, became a vice-president of 
the bank in 1940 and was named ex- 


Burroughs Clearing House 











ecutive vice-president in 1949. He has 
served as the bank’s president since 
1953. 


oe 


New executive vice-president of 
The American National Bank, Den- 
ver, Colorado is J. E. Montague. 
Harold Norblom has been named 
vice-president and trust officer. J. 
Pete De-Longchamps has joined the 
bank as vice-president in charge of 
the newly opened mortgage loan de- 
partment. 

* 


Promotions at the Mellon National 
Bank and Trust Company, Pitts- 
burgh, list Martin G. Skavish as vice- 
president of the Ambridge office, and 
Robert E. Colton as assistant vice- 
president. 


© 


A new agricultural loan department 
has been established at the San Fran- 
cisco office of the 
Bank of America. 

John J. Cannon, 

a 35-year staff 

member of the 

bank, has_ been 

promoted to vice- 

president in 

charge of the de- 

partment. It will 

be staffed with 

farm specialists J. J. CANNON 
who will work 

with the bank’s branch managers on 
agricultural financing. In addition, 
four new assistant vice-presidents 
have been named. They are George 
E. Sameit, Robert W. Gilmore, Ver- 
non E, Cordier and A. C. Salvadori. 


e 


At the Fidelity Bank & Trust Com- 
pany, Indianapolis, Indiana, Homer 
P. Huesing has been elected vice- 
president in charge of business de- 
velopment and public relations. 


* 


The election of A, L. Hudson and 
O. H. Layton as vice-presidents and 
trust officers highlighted a _ recent 
move to expand the trust department 
of The First National Bank, Fort 


Trust officers advance 


A. L. HUDSON 0. H. LAYTON 
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VIA BANK OF AMERICA 
TRAVELERS CHEQUES 


... money only you can spend 


B of A Travelers Cheques are the largest selling, best advertised bank cheque 


in existence. Sellers receive 23% more commission over non-bank cheques. 
And, the world-wide acceptability and 
quick claim service of Bank of America 
Travelers Cheques means more satisfied 


customers — more repeat business for you! 










Compare! In electronic bookkeeping... 





ONLY BURROUGHS GIVES YOU COMPLETE] V 












































What tags the Burroughs Electronic Bank Bookkeeping Amounts may be indexed while machine is 
Machine as the one advanced machine in its field? What cycling. Posting’s faster—way faster. 

features, functions and performance does it give you that 

no other can? Look, for instance, at what the exclusive @ Complete posting visibility plus 6 visible elec- 
movable carriage principle means to you: tronic signals provide complete machine-to- 
operator communication. Operator always 


knows what’s going on. 
@ All posting can be seen and visibly checked 


the instant it’s printed. There is no blind post- @ Automatic balance extension while operator 
ing, no guessing, no confusion—ever. locates the next active account. 






Burroughs Clearing House 


TE} VISIBILITY DURING POSTING 


ia 


All this and more. For the advanced movable carriage 
principle is only one of many exclusive advances—such as 
full electronic verification of every single item—built into the 
Burroughs Electronic Bank Bookkeeping Machine. See for 
yourself how this machine has set the new, high standards— 
Burroughs’ standards of efficiency, speed and simplicity—in 
electronic bookkeeping. 


Call our nearby branch office today for full details. Or, if 
you wish, write Burroughs Corporation, Burroughs Division, 
Detroit 32, Michigan. 


December, 1958 








Burroughs—TM 


BURROUGHS KIT contains complete suggestions and sample 
materials to aid in building employee morale, customer 
relations and community good will during your change-over 
to electronic bank bookkeeping. Just phone our nearby 
branch for your copy. Or write to Burroughs Corporation, 
Burroughs Division, Detroit 32, Michigan. 


dp) Burroughs 
By Corporation 





“NEW DIMENSIONS | in electronics and data processing systems” 
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designed 
to carry a 
full load... 











Insure Security 
for valuable, bulky mail. 


@® Extra Strong Kraft Paper. 


@® Generous gummed flap seals 
easily and stays sealed. 


® Sturdy seams for double pro- 
tection. 


Designed to carry a “Full Load,” 


they save registry fees, postage... 
and time too. 


Citi LOOO Gur 


1000 UNIVERSITY AVE. © ST. PAUL 4, MINN. 


Please send samples of 
EXPANDING MAILERS. 


NAME 
BANK 


ADDRESS = ane i ciesloupiiteds 
Clip this coupon to your letterhead 














Worth, Texas. William B. Thomp- 

son, also a vice-president, was added 

to the trust staff, and O. T. Young- 

blood Jr., was named a trust officer. 
+ 


Arthur W. Knapp has been pro- 
moted to vice-president and trust offi- 
cer at the United States National 
Bank of Omaha, Nebraska. 


Sd 


August K. Paeschke has joined the 
American State Bank, Milwaukee, 
Wisconsin, as vice-president. 

« 


Frederic A. Coppenrath has been 
promoted to vice- 
president in the 
commercial loan 
division at the 
American Trust 


Company, San 
Francisco. He 
joined the bank 


in 1927. In other 
promotions, five 
men were named 
assistant vice- 
presidents and 
branch managers. They are William 
G. Day, Byron E. Lewis, Robert D. 
Livingston, Henry M. Nissen and 
Jack I. Williams. 





F. COPPENRATH 


* 


Harold F. Roach, cashier of the 
South Shore National Bank, Chicago, 
has been named specialist in bank 
operations for the Research Institute 
of the National Association of Bank 
Auditors and Comptrollers. 

. 


Logan Clarke, Jr., has been elected 
vice-president at 
the National 
Shawmut Bank, 
Boston. He joined 
the bank in 1952 
after serving with 
the Liberty Mu- 
tual Insurance 
Company, Boston. 
In 1954, he was 
assigned to con- 
tact work in the 
south under the 
national division, and was elected as- 
sistant vice-president in 1955. 

+ 


L. CLARKE, JR. 


Further evidence of the emergence 
of women into places of responsi- 
bility in the United States financial 
field is the recent announcement that 
Mary G. Roebling has been appointed 
to the American Stock Exchange’s 
board of governors. Hailed by Ex- 
change President Edward T. McCor- 
mick as “the first lady of finance,” 
Mrs. Roebling becomes the first 
woman so honored by a national ex- 















MARY G. ROEBLING 


“First lady of finance” 


change in this country. Mrs. Roebling, 
president and chairman of the Tren- 
ton Trust Company, will represent 
the country’s 52 percent of the na- 
tion’s stockholders now reported to 
be women. 

The nationally-known business 
woman succeeded her late husband, 
Siegfried Roebling, as director of 
Trenton Trust in 1936 and became 
the president of the institution in 
1937. Her services to national, state 
and local organizations include the 
International Chamber of Commerce, 
Defense Department committees, 
Committee for Economic Develop- 
ment, Committee for National Trade 
Policy, National Council of Churches, 
hospital boards, college boards, state 
and city chambers of commerce, and 
several committees on taxation, pub- 
lic education, health and parking. 

In addition to her top post at Tren- 
ton Trust, she is a director of six 
other concerns. Her club work seems 
to favor art and music societies as 
well as historical organizations. 

She has been named the American 
Women’s Association “Woman of the 
Month” and the City of Trenton’s 
Woman of the Year; the latter oc- 
curred in 1952. 


+ 


Travis W. Pearse has been elected 
president of The National Bank of 


Top officer changes 


T. W. PEARSE 


Cc. H. GARDNER 
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$2 offices— 
Serving more people more ways 
than any other Philadelphia bank 


Member Federal Deposit Insurance Corporation 
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Ever ask a correspondent bank officer a 
question about, say, a survey on operations 
cost analysis . . . or about loan participations 
—and have to wait until he checked with 
“the home office’? 


There are no delays when you’re dealing 
with First Pennsylvania traveling officers. 
They’re not only experienced banking officers 
—they also can make decisions on the spot. 
Saves time, uncertainty. 


Just ask to have one of our traveling 
officers call on you. Or if you’re in town, 
visit our main office, 15th and Chestnut 
Streets (phone LOcust 8-1700). We’ll be glad 
to show you why our correspondent family 
never stops growing. 


The 


First Pennsylvania 


Banking and Trust Company 
Banking since 1782 








Jackson, Michigan, succeeding the 
late Rush W. McCutcheon. Mr. 
Pearse joined the bank in 1955 as 
executive vice-president after serving 
as an officer of the St. Joseph Bank & 
Trust Company, South Bend, In- 
diana. In a second advancement, 
Chester H. Gardner has been elected 
vice-president. 


¢ 


New vice-president of The Phila- 
delphia National 
Bank is C. Donald 
Moyer who is in 
charge of the 
bank’s five Bucks 
County offices. He 
has been in 
charge of opera- 
tions for these of- 
fices since the 
merger with the 
Delaware Valley 
Bank and Trust 
in 1956. Mr. Moyer began his banking 
career with the Bristol Trust Com- 
pany in 1925. 





Cc. D. MOYER 


* 


As part of the United Nations Day 
celebration at the Manhattan Savings 
Bank, New York City, a musicale was 
held at the bank and featured the 
United Nations Singers. Pictured 





At bank musicale 


here, four members of the chorus 
point out the geographical areas of 
the world they represent to Willard 
K. Denton, president of the bank. 
With Mr. Denton, left to right, are 
Denise Melle, Patricia Smigelski, 
Lottie Robbins and America Monzon. 


° 


The Consumer Bankers Association 
has elected Wesley T. Harrison presi- 
dent. Mr. Harrison is president of the 
Guardian Bank, Springfield, Ohio. 
Other officers named at the group’s 








AUSTRALIA OFFERS 


opportunities for industries 


United States investment in Australian industry already totals 
over 500 million dollars. With its rapidly expanding local market 
and proximity to South-East Asian markets, Australia continues 
to provide opportunities for industries. 

















If you are inter- 
ested in Australia 
and require indus- 
trial, economic, or 
market information, 
you are invited to 
use the compre- 
hensive facilities of 
the Bank of New 
South Wales, the 


oldest and largest 
commercial bank operating in Australia, New Zealand, Fiji, 
Papua and New Guinea, with over 1,000 branches and agencies. 


BANK OF NEW SOUTH WALES 


ESTABLISHED 1817 


Head Office: Sydney, Australia 
International Division — John W. McEwen, Manager. 

















convention in Asheville, North Caro- 
lina, last month included Ralph W. 
Stoddard, president of the Buffalo 
(New York) Industrial Bank, first 
vice-president ; and W. T. Cothran, 
executive vice-president of the Bank 
for Savings and Trust, Birmingham, 
Alabama, second vice-president. 
. 


Vice-president and cashier is the 
new title for Ralph M. Stein at the 
Central Northwestern National Bank, 
Minneapolis, Minnesota. He succeeds 
the late Henry Brunsell. 

. 


Death has taken Harold A. Wal- 
lace, executive vice-president-treas- 
urer of the Associated Credit Bureaus 
of America. A former ACBofA presi- 
dent, he became the association’s 
chief executive officer in 1944, 

o 


Senior vice-president is the new 
title for James B. Leach at the Peo- 
ples Savings Bank in Providence, 
Rhode Island. 


A 


At the Ohio Citizens Trust Com- 
pany, Toledo, Marvin M. Wilkinson, 
Durwood C. Du- 
Bois and Robert 
L. Knight, have 
been elected ex- 
ecutive vice-presi- 
dents. In other 
promotions, J. 
Arch Anderson, 
Harold W. 
Kreamer, Willard 
I. Webb, III, Paul 
F. Lewis, Law- 
rence I. Schier- 








M. M. WILKINSON 


D. C. DuBOIS 


Advance at Ohio bank 


myer, William S. Miller, Robert A. 
Bower and Benedict J. Smith were 
named vice-presidents. Vice-Presi- 
dent Franklin V. Barger was named 
to head the mortgage and loan de- 
partment, and Vice-President Arthur 
B. Bare will head the personal loan 
department. 
a 


Harry C. Culshaw has been elected 
executive vice-president in charge of 
the commercial finance division, and 
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Yes, indeed! The recessed design of the new 
Herring-Hall-Marvin Five Star line of modern 
night depositories is fast catching on. 


And for good reason! Smartly recessed into 
the handsome stainless steel depository frame, 
the hopper head is better protected than ever 
from the weather. There’s new customer con- 
venience, too, offered by the built-in shelf... 
a handy place for writing or placing of deposit 
bag while unlocking the depository. Note that 


RECESSED...THE NEW WORD 
IN NIGHT DEPOSITORY DESIGN 





the shelf is recessed in the depository frame. 


As in every Five Star model depository, the 
hopper in the new recessed Five Star Rotary 
Model No. 7200-J, pictured here, is exception- 
ally large to accommodate big-bulk bags and 
packages. 


Before YOU decide on your depository, get 
the enlightening facts on our new recessed- 
design models, including masonry opening di- 
mension charts, chute and receiving safe data. 


HERRING:-HALL: MARVIN 


SAFE COMPANY —- HAMILTON, OHIO 
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427th ELECTR {RNics 


TRUST COMPANY OF GEORGIA 


MEMBER FEDERAL RESERVE SYSTEM 
ATLANTA 2, GA. 
September 25, 1958 


LeFebure Corporation 
Cedar Rapids 
Iowa 


Gentlemen: 


introduction of electronic bookkeeping to our bank 
gave us an opportunity to revise our procedures. Internal 
efficiency and economy, coupled with improved service to our 


customers, were our goals. 


The 


Henry C. Bacarisse, your representative in this area, 
gave us valued assistance and advice. We selected the LeFebure 
ARANS account numbering system because we felt that your sys- 
tem, and the concomitant equipment, gave us what we needed: 
accuracy, ease of use, provision for future expansion, and 
speed, The number is assigned to a new account as it is being 
opened; this impresses the new depositor with the importance 
of his own number. 


We also installed your central housing for ledger sheets, 
Each bookkeeper withdraws only a limited number of sheets at 
a time. Telephone inquiries are all channelled to the super- 
visor, freeing the bookkeeper from a constant source of inter- 
ruptions and possible error. The central housing also keeps 
ledger sheets available for reference by the Credit Department 
and others, again without disturbing the bookkeeper, 


LeFebure equipment is not new to us and our present ex- 
perience has been quite as satisfactory as our past experience, 
The ARANS System, we find, enables us to maintain approximate 
alphabetical sequence, with an efficient cross-reference for 
numbering of items which arrive unnumbered, 


We already have our first Burroughs Electronic dual 
printing machines in operation. The entire installation is 
working smoothly. 

Very truly yours, 


SHB/m 





At Trust Company of Georgia j 

81a in Atlan 
— has its 427th electronics cael 
“ation — complete from account numbe 
ing to bookkeeping equipment. LeFeb vs 
recommendations were put into oper. tion 
efficiently and economically. eed 


eee this complete installation 

ebure carefully considered al] other 
ale in the bank. No phase, re 
gardless of how smal] ingly 

or seeming] 
— was ignored or overlooked in 
a m-planning to fit the needs of Trust 
a pod a — LeFebure methods 
1Dle with electronic j 

of today and years ahead. cre 


Pay has the experience, equipment, 
Sneek on materials to help you go 
with opera “a y hho ag cg pega 
way. You'll be amazed at the Poresithen: 
— even before machine installation A e 
your LeFebure representative to on 

you the complete installation report oS 


Trust Com ia, j 
pes pany of Georgia, just off the 


STEVE H. Bomar 
Senior Vice Presi- 
dent and Treasurer 
of the Trust Com- 
pany of Georgia, At- 
lanta, is immediate 
past President of the 
National Association 
of Bank Auditors 
and Comptrollers. 





Usi 
ier LeFebure ARANS account coding method 
per number js immediately assigned without 
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The master card file is maintained in the Bookkeeping Reference to ledger records is convenient in a standing posi- 
Department. Accounts are arranged in numeric se- tion, and inquiries on balances, cleared items and other in- 
quence, with alphabetic reference provided by the coming calls are handled promptly and efficiently. Since 
LeFebure ‘Scan-Dex feature on the pull-up type cards. only a few of the accounts have been removed from each tray 
Each account type has color designated indexing and for posting, the machine operator can utilize the high speed 
reference for pre-qualifying unnumbered items is fast of the machine without interruption. 


and accurate. 


The accounts are divided into sections using two or 
three machines each. The sections are individually 
supervised and are self-sufficient, each with its own 
Addressograph imprinter and plate file, central ledger 
file, supervisor’s table with telephone, and two or three 
posting stations. 
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od Let’s talk about 
" ELECTRERNICS 


LeFebure has prepared a concise presentation 
of its electronics story in step-by-step se- 
quence, both in flipchart style and on 35mm) = }—-————— renner 
slides. This is an exclusive LeFebure service, 


” available from no other source. If you haven't | AF Ehate CORPORATION 
n- 


seen one of these presentations, mail coupon 








e today for personal demonstration at a time Se 
st convenient to you. | would like to make arrangements for a LeFebure representative to present 
of the “Let's Talk About Electronics" story. 
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Mobile Home Paper 
Called “Better Than or 
Equal To” Auto Paper 


The 1958 Interim Survey released 
this fall by Mobile Homes Manufac- 
turers Assn. showed a rapid accel- 
eration in contracts being written 
by the nation’s finance factors on 
new mobile homes. Increase from 
Dec. 1, 1957 to June 30, 1958 was 
7,138 — better than 1,000 a month 
... and the majority of those bank- 
ers and finance companies surveyed 
class these contracts as “better 
than” or “equal to” automobile 
paper, according to their own ex- 
perience. 

Choice of a mobile home as prac- 
tical, modern housing — and the 
status of mobile home residents as 
established members of the com- 
munity, contributing to the econom- 
ic health of the area, has enhanced 
the position of mobile homes as 
highly attractive business to instal- 
ment loan organizations. 


> <2 o 


Longer Term Financing 
for Mobile Homes 


The substantial pickup in mobile 
home sales evidenced this fall has in 
part been due to the longer terms 
being offered on higher priced units. 
According to MHMA reports, more 
than twice as many lending institu- 
tions now consider 6 and 7-year 
financing on the larger, higher- 
priced mobile homes as compared to 
last year. This enables more families 
to move into a “home of their own”, 
via the new and larger 2-or-3-bed- 
room mobile units. 


e ¢ 


MHPDC Backing SBA 
Loans for Park 
Improvements 


Established to promote improve- 
ments and increased facilities for 
mobile home parks, the Mobile Home 
Park Development Corp. has facil- 
itated loans of $1,250,000 to 5 major 
parks. 

MHPDC goal for next 9 months 
is to extend $2,250,000 in additional 
park development loans . . . provid- 
ing nearly 3,500 new “home” spaces 
for modern park residents. Small 
Business Administration processes 
loans, facilitated by MHPDC funds 
and specialized services. 


__ a= 


THESE INFORMATIVE HIGHLIGHTS ON ONE OF 
AMERICA’S IMPORTANT INDUSTRIES ARE 
PRESENTED IN THE HOPES OF BETTER UNDER- 
STANDING OF MOBILE LIFE... BY 


FoREMOST 


Insurance Company 
Grand Rapids 3, Mich, 
No. 1 SPECIALIST IN 
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Paul C. Maylone was named a vice- 
president in announcements by James 
Talcott, Inc., New York City. 


Sd 


Alan C. Roberts has been appointed 
manager of the newly-created oil and 
gas section of The Fort Worth 
(Texas) National Bank’s trust de- 
partment. 

* 


Henry Verdelin, former president 
of The San Francisco Bank, and more 
recently the presi- 
dent of the First 
Western Bank 
and Trust Com- 
pany, San Fran- 
cisco, has joined 
the Coast Federal 
Savings and Loan 
Association, Los 
Angeles as execu- 
tive vice-presi- 
dent. At one time 
president of the 
American Institute of Banking, Mr. 
Verdelin has served the financial field 
since 1917, 





H. VERDELIN 


a 


In advancements at The National 
State Bank of Newark, New Jersey, 
Frederick I. Wilson has been named 
vice-president and senior trust officer 
and George E. Williams has been 
made vice-president and trust officer. 


* 


New-vice-president in the business 
development ~ divi- 
sion of the Bishop 
National Bank, 
Honolulu, Hawaii, 
is Roger S. Ames. 
Mr. Ames _ joins 
the bank after 
serving as a re- 
gional supervisor 
and board mem- 
ber of the Budget 
Finance Plan in 
Honolulu. Before 
moving to Hawaii in 1948, he was a 
trust officer at the Chemical Bank & 
Trust Company, New York City. 


R. S. AMES 


e 


Three new assistant vice-presidents 
at the City National Bank and Trust 
Company, Chicago, are Donald D. 
Baer, Augustus Knight, Jr., and Oran 
J. Radford. 


* 


One of Austria’s highest awards, 
the Austrian Grand Silver Medal of 
Honor, was recently presented to 
Henry A. J. Ralph, vice-president of 
the Bank of America, San Francisco. 
It was granted to Mr. Ralph for his 
work as president of the U.S.-Aus- 
trian Chamber of Commerce and for 











Awarded Austrian medal 


his promotion of Austro-American 
trade. In the accompanying photo- 
graph, Mr. Ralph, left, receives the 
medal from Dr. Eduard Schiller, 
Austrian Consul General in New 
York City. 


° 


John C. Lobb has been elected 
executive vice-president of the newly 
organized Marine Corporation, Mil- 
waukee, Wisconsin. John H. Kelly 
has been named treasurer. 


a 


An interesting biographical sketch 
on the new president of the Kentucky 
Bankers Association recently ap- 
peared in The Courier Jowrtal, a Lou- 
isville daily newspaper. It described 
Maurice H. Kirby as a big city man 
and a country fellow, the president 
of a- national bank (First National 
Bank of- Henderson, Kentucky) and 
also president of a state bank (Hen- 
derson County State Bank, Corydon), 
author, collector of miniature rail- 
road equipment, and a collector of 
clocks. He is a beekeeper and records 
bird songs to add the audio part to 
moving pictures he has taken of birds. 
He formerly served with the F.D.I.C. 


~ 


The promotions of Alexander J. 
Kraemer to vice- 
president and of 
Richard H. 
Vaughan and 
John A. McHugh 
to assistant vice- 
presidents led re- 
cent advance- 
ments at the 
Northwestern Na- 
tional Bank, Min- 
neapolis. Mr. 
Kraemer, who 
joined Northwestern National in a 
merger of two banks in 1934, serves in 
the bank’s trust department. 





A. J. KRAEMER 


° 


The merger of the Federal Trust 
Company with the National State 
Bank, both of Newark, New Jersey, 


Burroughs Clearing House 
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Bank-by-Mail Envelope... 
just press flops together, and 
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ouch 'n Seal 
ENVELOPES 
.-. the added touch that brings 


additional bank-by-mail business! 


HERE’S PROOF: this 3 column x 22” 
two-color advertisement appeared September 16, 
1958, in the St. Louis Globe-Democrat and Sep- 
tember 18 in the St. Louis Post-Dispatch. Cost of 


the ad was borne entirely by the Mercantile Trust 
Company in St. Louis. 


No wonder the Mercantile Trust Company, St. Louis, is sold 
on Tension Touch ’n Seal! They’ve seen these envelopes 
help sell more bank-by-mail accounts. Customers have 
again and again voiced their appreciation of the conveni- 
ence and ease of Touch ’n Seal...the envelopes that seal 
without moisture. Just press latex-adhesive flaps together 
and the envelope is locked for mailing. 
Ideal for mail rooms, too. Touch ’n Seal holds bulky 
statement enclosures without popping flaps. No weight- 


adding tape or other fasteners to increase your postal 


bill. Eliminates one complete step in the mailing oper- 
ation—cuts handling time 20%! 


Touch ’n Seal is just one of the many Tension contri- 
butions to better business through better envelopes. 
Find out now how Tension envelope innovations can 
help you cut costs and increase operating efficiency. 


Mail coupon for free Touch ’n Seal samples and other 
new envelope ideas. 


TENSION ENVELOPE CORPORATION 


19th and Campbell Streets Kansas City 8, Missouri 


There’s a Tension Factory or Sales Office near you: 


St. Louis 10, Missouri Minneapolis 1, Minn. 


5001 Southwest Ave. 129 North 2nd Street 
PRospect 3-7700 FEderal 2-0547 


(Factory) 

So. Hackensack, N.J 
Huyler & Wesley Sts. 
HUbbard 7 - 1880 


( Sales Office ) 
New York 16, N. Y., 270 Madison Ave., LExington 2-6212 


-——-—CLIP IT! MAIL IT! PROFITI-———— 


Tension Envelope Corp., 823 E. 19th Street, Kansas City 8, Mo. 


Please send me free Touch ‘n Seal sample kit and other examples of Tension 
cost-cutting envelopes. We're sending samples of our present envelopes, 


Kansas City 8, Mo. 
19th & Campbell Sts. 
HArrison 1-0092 


Des Moines 14, lowa 
1912 Grand Avenue 
CHerry 4-4126 


Ft. Worth 12, Texas 
5900 East Rosedale 
JEfferson 6-8311 
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has been completed. David J. Con- 
nolly, president of Federal Trust, has 
been named vice-chairman of Na- 
tional State. In staff promotions, 
William L. Stauder and Edward P. 
Steitz have been made _ vice-presi- 
dents, and Victor Glasser and Joseph 
S. Brown have been named assistant 
vice-presidents. 
+ 


At the Pan American Bank of 
Miami, Florida, 
Sanford R. Pierce 
has been elected 
vice-president and 
trust officer. He 
joined Pan Amer- 
ican earlier this 
year after serving 
the Old Colony 
Trust Company in 
Boston, and the 
Wilton (New 
Hampshire) Na- 
tional Bank. He will be in charge of 
the bank’s trust department. 
. 


New trust officer at the First Na- 
tional Bank, Dubuque, Iowa, is Lloyd 
M. Faust. 





S. R. PIERCE 


4 


In the tradition of Grandma Moses, 
“Poppa George” took up his brush 





“Poppa George” and art 


and painted, and painted, and painted. 
Poppa George is the “brush” name 
of George J. Watts, vice-president of 
the Republic National Bank of Dallas, 
Texas. Prescribed by Mr. Watts as 
a better solution to every-day ten- 
sions than the popular tranquilizer 
pills, painting has been a very active 
hobby for him since 1953 when he 
started with oils and palette without 
the benefit of formal art training. His 
work, that follows the realist school 
of expression has been entered in 





RE: MAGNETIC INK CODING 


Much of the mystery was taken out 
of mechanized check handlin 
ing the past year and enough me- 
chanical substance was displayed to 
convince us that the picture will 
come into sharp focus during the 
year coming up. It might be timely, 
therefore, to take the mystery out of 
magnetic ink printing, inasmuch as 
rumors concerning it cover a wide 
range of inaccuracies. 


First of all, we should explain that 
magnetic ink is simply ordinary ink 
containing a heavy load of iron oxide 
which will accept magnetization. It 
is not magnetized when we print 
with it, so there are no signal values 
that could be lost with age. From 
the printer’s standpoint, it is not 
good ink to work with but it appears 
to be getting better, and we think, 
after formulas become more uni- 
form, it will behave as well as any 
other ink. 


Second is the peeiee about the 
additional cost of magnetic ink cod- 
ing. It will cost somewhat more, 






























but not simply because of the ink 
itself. The extra cost will result from 
more type casting, additional proof- 
reading, more accurate application, 
more precise placement, and the 
added responsibility thrown on the 
rinter for adequate signal strength. 
his extra cost, however, should be 
exceedingly small in relation to the 
total cost of imprinted checks. 


Obviously, checks which are im- 
printed with a name cost more than 
checks which are not imprinted at 
all, and that is the reason why we 
have been emphasizing check cost 
in our advertising. The addition of 
account numbers increases the cost 
a little. Magnetic coding will add 
still a little more, but the portion of 
the total cost attributable to either is 
of little consequence. We have not as 
yet established our price schedules 
for coded checks and we will not do 
so until full reports are in from all of 
the field tests. We do have a good 
idea what they are likely to be and 
they certainly are not frightening. 
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CHECK PRINTERS 
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Manufacturing Plants at: 
CLIFTON, PAOLI, CLEVELAND, INDIANAPOLIS, CHICAGO, 
KANSAS CITY, ST. PAUL, DALLAS, CHATSWORTH 













local exhibitions. In the accompany- 
ing photograph, Mr. Watts holds one 
of his latest paintings. 


° 


First president of the Commercial 
Leasing Corporation, newly-formed 
affiliate of Commercial Credit Cor- 
poration, Baltimore, Maryland, is 
Herman Staton. 


e 


Herbert P. Snyder has been elected 
chairman, and John T. Jones becomes 
president in changes at the Upper 
Avenue National Bank, Chicago. 


5 


In top management changes at the 
Chippewa Trust Company, St. Louis, 
Oliver J. Kratz has been élected presi- 
dent, William E. Peterson, Jr., has 
been moved up to executive vice- 
president, George B. Wessels becomes 
vice-president and Albert C. Wotawa 
is treasurer. 


4 


A staff member of the First Wis- 
consin National 
Bank, Milwaukee, 
since 1938, Roth 
S. Schleck has 
been advanced to 
vice-president. Mr. 
Schleck served as 
a loaning officer 
of First Wiscon- 
sin’s main office 
for a number of 
years before join- 
ing the staff of 
the Second Ward office this year. 





R. S. SCHLECK 


o 


New assistant vice-president at the 
Manufacturers Trust Company, New 
York City, is Milton Cohen. 


* 


Thomas M. Mocella has_ been 
awarded the Chicago Jaycee Distin- 
guished Service award for 1958. Mr. 
Mocella serves in the business de- 
velopment department of the Harris 
Trust and Savings Bank, Chicago. 


+ 


At the Hempstead (New York) 
Bank, Bruce Wood Hall has been 
named chief executive officer in addi- 
tion to his duties as board chairman. 
Joseph C. Mueller has been made 
president, Robert E. Scheuing has 
been elected executive vice-president, 
and Hugh J. McClair has been named 
cashier. 


Sd 


The Bankers Club of Detroit re- 
cently elected Donald F. Valley, 
chairman of the National Bank of 
Detroit, as president. Joseph M. 


Burroughs Clearing House 




















in the Great Lakes area, foreign trade is our business, too 


Serving as banker, financial advisor and trust agent for all kinds of businesses in the Great Lakes area 


NATIONAL BANK 


OF DETROIT 


Member Federal Deposit Insurance Corporation 
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Dodge, chairman of the Detroit Bank 
and Trust Company, was elected 
vice-president, and T. Allan Smith, 
vice-president of the Bank of the 
Commonwealth, was named _ secre- 
tary-treasurer. 


od 


Garland D. Graves has been ap- 
pointed vice- 
president and 
treasurer of 
Transamerica 
Corporation, San 
Francisco, suc- 
ceeding the late 
Malcolm P. Mc- 
Lellan. Mr. 
Graves joined 
Transamerica in 
1955 and was for- 
merly associated 
with the accounting firm of Ernst & 
Ernst. 





G. D. GRAVES 


¢ 


J. A. Griffin, chairman of the board 
of The Exchange National Bank of 
Tampa, Florida, and the Exchange 
National Bank of Winter Haven, 
Florida, died recently. 


5 


The safe deposit department at the 
First National Bank in St. Louis is 


managed by an amateur astronomer 
who can man as many as three tele- 
scopes in the backyard of his home, 
and who ‘often rises at 4:30 in the 
morning to sight on the planets Mer- 
cury and Venus. The discovery of 
this rather unusual hobby of Clifford 
Steger was made by the editors of the 
Bank-Trust News, employee publica- 
tion of the bank. Mr. Steger’s interest 
in the heavens started some 20 years 


A 20-year hobby 
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ago, and today he insists that he is 
as well-equipped to study the stars as 
any amateur astronomer. In the ac- 
companying picture he is shown dis- 
playing an assortment of lenses to a 


- neighbor. 


cd 


Management of the new National 
Bank of Sarasota, Florida, is com- 
prised of G. N. Parker, board chair- 
man; Fred MacDonald, vice-chair- 
man; Alan M. Cooper, president; L. 
L. Prince, executive vice-president; 
and Wendell Colson, vice-president. 

© 


Donald P. Flynn has been named 
assistant vice-president at the Repub- 
lic National Bank, Dallas, Texas. 

+ 


The distinguished service award of 
the East Moline-Silvis, Illinois, area 
was given to Ben H. Ryan, Sr., presi- 
dent of the State Bank of East 
Moline. 

+ 


“Miss Drive-In Teller 1958” is 
Marian Polk, teller at the Peoples 
National Bank, 
Rock Hill, South 
Carolina. The 
hazel-eyed  bru- 
nette was elected 
in a contest con- 
ducted by the 
Mosler Safe Com- 
pany, New York 
City, among 5,000 
bankers attending 
the recent Ameri- 
can Bankers As- 
sociation convention in Chicago. The 
bankers voted for three finalists who 
included, besides Miss Polk, Mrs. 
Roberta Penney of the Lubbock 
(Texas) National Bank, and Miss 
Marianne Mattsson of the South Bay 
Bank, Manhattan Beach, California. 

8 





SS 
MISS POLK 


The Walker Bank & Trust Com- 
pany, Salt Lake 
City, Utah, has 
named Ralph L. 
Neilson vice-presi- 
dent in charge of 
the auditing, 
comptroller and 
examination divi- 
sions of the bank. 
Mr. Neilson has 
been a partner in 
a certified public 
accounting firm in 


Salt Lake City since 1936. 


od 





R. L. NEILSON 


In advancements at the First Na- 
tional Bank, Milaca, Minnesota, Bur- 
ton P. Allen, Jr., has been elected 
vice-president and cashier, Edward 


Burroughs Clearing House 














My Hartford Agent had adjusters 
at the fire 6'%2 hours after it started! 


(Based on Company File #474595) 


A phone call shortly after midnight got me out of bed in 
a hurry. My building downtown was on fire! 


I threw my clothes on over my pajamas . . . got there as soon 
as I could. The whole block around my place was in flames. 


The fire raged out of control for hours . . . destroyed every 
building on the block, mine included. 


As soon as the excitement died down a little, I called my 
Hartford Agent. He was on the job by seven that morning... 
had two insurance adjusters with him. How reassuring it was 
to see everything handled in such a prompt and efficient 
manner! 

The Hartford carried right through, too. In far less time than 
I thought it would take I received their check for $110,000 
.. . my claim paid in full. 

I'd heard a great deal about the Hartford tradition of out- 
standing service. Now, I had seen it work for me! 


* * * 


Once again, the Hartford team swung into action on short 
notice... worked to bring about a prompt and fair settlement. 
There are times, of course, when it takes more than a few 
hours to reach and aid a policyholder. But the Hartford is 
constantly striving for faster, more efficient claim service. 
Helping to make this possible are 33,000 competent Hartford 
Group Agents across the country. 

For the dependable protection you need—backed by fast, 
friendly service—call your Hartford Group Agent or your 
insurance broker. 


Year in and year out you'll do well with the © 


HARTFORD — 


Fire Insurance Company 


GROUP @ 


Hartford Fire Insurance Company + Hartford Accident and Indemnity Company - Hartford Live Stock Insurance Company - Citizens Insurance Company of New Jersey, Hartford 15, 


New York Underwriters Insurance Company, New York 38, N. Y. + 


December, 1958 


Northwestern Fire and Marine Insurance Company - 


Twin City Fire Insurance Company, Min.capulis -, 





M. Olsen has been named first vice- 
president, and Elvin E. Andrews has 
been made second vice-president. 


4 


M. A. Schapiro & Co., New York 
City investment 
banking firm, has 
appointed Leif H. 
Olsen vice-presi- 
dent. Mr. Olsen 
was formerly chief 
of the public in- 
formation division 
of the Federal 
Reserve Bank of 
New York. Be- 
L. H. OLSEN fore joining the 
Federal Reserve 
Bank in 1956, he was a financial writer 
for the New York Times. 


5 


At the First National Bank, Lub- 
bock, Texas, Walter R. Young has 
been elected vice-president and trust 
officer. 





5 


Named president at the Bank of 
Beulah, Mississippi, is H. E. Mc- 
Caslin. 

. 


Top managerial changes at The 
Farmers National Bank and Trust 


Company of Rome, New York, place 
Donald R. Nevinger as president, and 
Charles W. Williamson, Jr., as chair- 
man of the board. 

e 


The First National Bank, Pasadena, 
Texas, has named James O. Kirk 
executive vice-president. He joins the 
bank after serving the Fair Park Na- 
tional Bank, Dallas. 


4 


Reece H. Dorr, for 30 years asso- 
ciated in the savings and loan busi- 
ness in California 
in various officer 
and director ca- 
pacities, has been 
named executive 
vice-president of 
the First Savings 
and Loan Asso- 
ciation, Oakland, 
California. He 
joins First Sav- 
ings after serving 
with the Pioneer 
Investors Savings and Loan Associa- 
tion, San Jose, California. 


R. H. DORR 


° 


A new bank, the Southern Indus- 
trial Bank, Jacksonville, Florida, 
opened late in October. Top officers 
include A. G. McArthur, president; 
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Steel Storage Files 
Utmost in Safety 
Positive Drawer Stops 
Vertical and Horizontal Rigid 
Stacking—Automatically 


Bank Supplies 
Since 1914 





Easy to install {Made any size you specify) —6 colors 


5 - Styles 


R—Non Roller 
RB—Steel Bearing Wheels 
NR—Nylon Rollers 
NRGL—Combination Nylon 
Rollers and Glide 
NGL—Nylon Glide Only 





AUTOMATIC 
NO PASTING 








"Easy Snap" collapsible corrugated paper file boxes 
Available 175 stock sizes 








Coin Bags 
Boxes 
Trays 

Wrappers 

Teller Chests 

Note Cases 

Sorters 








Send for our Catalogue 


STRAYER COIN BAG CO. Inc. — New Brighton, Pa. 
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Leo A. Jansen, vice-president; and 
R. A. Campbell, cashier. 


o 


New vice-president at the Texas 
Bank and Trust 
Company, Dallas, 
is Leonard E. B. 
Andrews, public 
relations director. 
With the bank 
for five years, Mr. 
Andrews has had 
13 years’ experi- 
ence in public re- 
lations and ad- 
vertising work. L. ANDREWS 
Named assistant . 
vice-president of the bank was Harry 
L. Dedman who serves in the bank’s 
oil department. 





5 


The newly created position of di- 
rector of personnel will be held by 
Arthur N. Hutchinson, Jr., at The 
Fairfield County Trust Company, 
Stamford, Connecticut. 


e 


Capturing the traditions and ideol- 
ogies of Europeans and natives of the 
Middle-East in the fancy figurines 
that these countries produce has been 
a nearly life-long hobby for a Virginia 
banker. Since World War I and his 
service with the U.S. Army in France, 
W. L. Brown, vice-president of the 
Farmers National Bank, Salem, has 
been collecting the small _ statues. 
Since his first journey in 1918, he has 
been back to Europe four times and 
his recently-completed trip took him 
on to Turkey as well as most of the 
European countries. His collection 


International collection 


Burroughs Clearing House 
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The Case of the 


UMBER 4 


Of all the many cases that I carefully outlined in my 
notebook, none strikes me as better illustrating the 
amazing deductive powers of my friend than the one 
that later became known as the Case of the Number 4. 

By referring to my notes, I recall that it started on a 
beautiful spring morning, one of the first of the year. 
An oriole was singing in the elm tree outside our door 
and the sunlight was streaming through the open win- 
dow into the room where we were having breakfast. But 
instead of enjoying the weather, my friend was exhibit- 
ing the usual nervousness that overtook him between 
cases. 

Moodily, he had commented that the coffee was too 
cold—a common complaint of his—and he had spent 
the time while it was being reheated stalking back and 
forth across the room. Finally, he settled himself at the 
table, picked up the morning newspaper and started 
reading. I paid no further attention to him until, sud- 
denly, he put the paper aside, remarking joyously, “We 
can expect a visitor today.” 

Since he made no other comment and I knew from 
experience that there was no point in questioning him 
further, I waited until he left the room and then picked 
up the newspaper myself to see what he had been read- 
ing. The folded sheets of newsprint, however, afforded 
no clue. They were turned back at the classified adver- 
tisements; but although I read them carefully, I could 
see nothing unusual about them except, perhaps, a 
rather large number of “help wanted” ads for clerical 
employees. 


December, 1958 










I waited until be left 
the room and then picked .- 
the newspaper myself 


I had just laid the paper down, when I heard the door- 
bell ring, almost in answer to my friend’s remark. Going 
to the door, I found waiting there a strange man with 
the worried and haunted look that I associated with so 
many of our visitors. 

“I am sorry to disturb you so early in the morning,” 
he said, “particularly since I have no appointment. But I 
have a matter of utmost importance to discuss with you.” 

“I am sure it is not with me you want to discuss it,” 
I said, “but with my friend,” who at that moment en- 
tered the room. 

“Good morning,” he said, “I was expecting you.” 

“Expecting me?” the visitor asked, amazed. 

“Of course,” replied my friend, “‘or at least, if not you, 
someone quite like you. With clerical help becoming 
increasingly difficult to obtain, it was elementary that 
some banker would be having problems with his transit 
department. 

“Now, in your case, sir, since your bank is located out- 
side this area (don’t interrupt me, your accent gives 
you away), the easiest solution to the case is simply to 
sort all items in the Fourth Federal Reserve District to 
Mellon Bank. Even the newest transit clerk can recog- 
nize the number four in the transit symbol. 

“If you were within our district, I would still have 
suggested that you sort to Mellon Bank all items drawn 
on the Tri-state area. Mellon Bank’s direct sending serv- 
ice would save you many hours of transit time and help 
relieve the problems in your own transit department. 

“And now, sir, permit me to help you with your hat 
and coat. I have many other matters to attend to.” 

I knew that the latter was not strictly true but, having 
thrown off his state of lethargy, he was now prepared to 
enjoy the beautiful spring morning. In fact, even before 
our visitor reached the bottom step, I saw him standing 
by the window and noticing—for the first time that day— 
the oriole singing in the elm tree. 


Copyright 1958 MELLON BANK, PITTSBURGH, PENNA. 
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3 new offices — in Tucson, 

Phoenix and Scottsdale — 

opened November 17. 
oeae’,, 


Home Office 
Phoenix, Arizona 


FIRST 


9 > 
fOnar © 








NATIONAL 
BAN IK oF arizona 


54 Offices in 40 Communities 
Now ELECTROFILE 
Cuts Clerical Costs with 
PUSH-BUTTON FILING 


ered 








REVOLUTIONIZES CONSUMER | 
LOAN RECORD KEEPING 


Here’s how to mechanize active records to | 
save time, work and money. ELECTRO- | 
FILE codes, verifies, houses and selects 
cards—all in one compact unit. Elimi- 
nates need for sequence filing. Cards 
needed pop up automatically at the push 
of the buttons. Re-filing time virtually 
eliminated. 

ELECTROFILE is ideal for use in | 
combination with posting machines. It 
pays for itself quickly through its savings. 


ees Write for full details 
Peruse surron | 
ELE TROFILE Division of 
Ranorie srstews} 
JOHNSON FARE BOX COMPANY 
4619 N. Ravenswood Ave. 
Chicago 40, Ill. 


SALES AND SERVICE OFFICES IN MAJOR CITIES 
LISTED UNDER BOWSER, INC. 


| pointed 


| Wagner 
'the Wyandotte 
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includes a ballerina from Germany, a 
mechanical bird from Switzerland, a 
porcelain leopard from Austria, a bull 
fighter from Spain, and copies of 
famous statues from Italy and Greece. 
In all, his extensive collection num- 
bers nearly 250 pieces. In the pic- 
ture on page 74, Mr. Brown is 
shown holding an unusual figurine 
mounted in a glass bottle. 
> 


Fred W. Ohmes has been appointed 
vice-president in 
charge of the 
trust department 
at the Peoples 
Trust Company of 
Bergen County, 
Hackensack, New 
Jersey. The ap- 
pointment will be 
effective next 
summer. Mr. 
Ohmes joins Peo- 
ples Trust after 
serving as vice-president with the 
City Bank Farmers Trust Company, 
New York City. 


F. W. OHMES 


6 


James J. Carmody has been ap- 

assistant vice-president at 

Steel City National Bank, Chicago. 
. 


New comptroller at the Buffalo 
(New York) Industrial Bank is Ken- 
neth E. Grobe. 


J. Ralph Wagner, former vice-presi- 
dent and cashier 
of the National 
Bank of Wyan- 
dotte, Michigan, 
has been named 
executive vice- 
president of the 
Bank of Dear- 
born, Michigan. 
Active in banking 
since 1929, Mr. 
joined 





J. R. WAGNER 


bank in 1933. In his new post he be- 
comes chief executive officer. 
— 


The Mosler Safe Company, New 
York City, has elected Howard A. 
Noble vice-president. 

. 


Newly-elected assistant vice-presi- 
dent at the First Atlantic National 
Bank, Daytona Beach, Florida, is J. 
G. Bosang. 


Sd 


New comptroller of The Budd Com- 
pany, Philadelphia, is Carl G. Schiesz. 


A 


The elections of Dyer V. Sackley as 
vice-president and William D. Hansen 


as cashier were recently announced 
at the Colonial Bank & Trust Com- 
pany, Chicago. 

- 


Promotions at The National Bank 
of Wyandotte, Michigan, place 
Gamper M. Linge as vice-president, 
Leland B. Helms, Jr., vice-president, 
and James G. Watson as cashier. 

a 


Banks in Pennsylvania and Michi- 
gan have chosen different ideas to 
publicize the introduction of elec- 
tronic bookkeeping on checking ac- 
counts. The Detroit Bank and Trust 
Company placed the first of their new 
electronic machines next to a 45-year- 





Progress in bank operations 


old bank machine. In the photograph 
above, Raymond T. Perring (right), 
president of the bank, holds the 
bank’s first hand-written ledger, and 
compares early entries with Ray R. 
Eppert, president of Burroughs Cor- 
poration, Detroit. In the picture be- 
low, staff members of the Western 
Pennsylvania National Bank’s Wash- 
ington Trust office in Pittsburgh, 
clown a bit to show the difference 
from hand posting to semi-automatic 
machine posting. Mary Griffith, book- 
keeper, sends her machine through 
its paces as William Vernon, dressed 
as a Colonial banker, tries to keep up 
the pace with a goosefeather quill. 


Man versus machine 





Burroughs Clearing House 
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fhave you? 


DiB-434 





Have you checked the income reports on 
charge account banking lately? Charge account 
banking is receiving mofe and more attention from 
more and more bankers . . . and for good reason! 


Experiences of many banks with Charge Account 
Banking plans show that this operation offers a steady 
source of both extra income and new business 

for banks. Moreover, it’s an entirely logical 
operation for a bank and one that offers important 
convenience both to retailers and their customers, 


If you’ve not recently investigated the opportunities 
Charge Account Banking offers you, you'll be 
interested in knowing that one bank using the 
Diebold Charge Account Banking System has seen 
the operation steadily produce more than 

6% net yield! 


Details on this and other successful Charge 
Account Banking programs are yours without 
obligation from Diebold. Just attach the coupon 
to your letterhead, and we'll send complete 
information by return mail. 


‘ 
| DIEBOLD, INCORPORATED veer. of.26 
| 
| 


CANTON, OHIO 


Gentlemen: Please send me complete information on the Diebold 
Charge Account Banking Plan. 


Name 





Bank 









Address 
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THE BANK T 


A. C. ASHFORTH, 
President 
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TORONTO-DOMINION | BANK | 


HAT LooKs AHEAD 


Head Office: Toronto 














103rd Annual Statement J 
Comparative and Condensed 
AS AT OCTOBER 31 : 
Assets 1958 1957 h 
Cash Resources. - * * * _, $ 278,806,381 $ 254,137,863 : 
Ee ee Si be eee ° - 556,968,137 375,265,156 si 
rm tae os eS ° eke 177,103,240 91,487,933 i © 
Total Quick Assets - _, $1,012,877,758 720,890,952 . 
Current Loans © - * | 626,637,247 586,082,243 
N.H.A. Mortgage Loans ra 66,540,437 40,570,238 ot 
Bank Premises - - * |" , a 99,415,037 90,381,955 ck 
Acceptances and Letters of Credit + °* 14,506,213 14,462,061 : ~ 
Sundry Assets <a ak ind 672,694 184,883 iol 
$1,745,649,9°° 71,362,572,992 to 
Liabilities } to 
Deposits. - a 1.295,755,034 | p 
Other Liabilities ae Tee 6,222,438 5,352,435 
on Sabi ace BS 
Total Liabilities to the Public 1,660,180,282 1,301,107,469 
Acceptances and Letters of Credit - 14,506,213 14,462,061 R 
Capital Paid Up . =; cee 90,121,688 90,000,000 a 
Rest Account * . ~~ 48,292,050 46,000,000 I or 
Undivided Profits ay ae 549,153 1,002,802 m 
1.743,649,386 1,382,572,332 h 
<a = =o . 
Statement of Undivided Profits ~ 
Fiscal Years Ended October 31 1958 1957 Ri 
Profits after depreciation and after making Wi 
transfers to Contingency Reserves 9,796,351 8,181,934 in 
Less: Income Taxes 5,050,000 4,100,000 a 
Net Profit te ee 4,746,351 4,081,934 
Less: Dividends . Pr Pees 2,800,000 2,596,909 let 
Extra Distribution ea” 400,000 400,000 ] 
renee ea 
Undivided Profits ae te Oo, 1,546,351 1,085,025 
Undivided Profits Brought Forward - ° 1,002,802 1,917,777 . 
9,549,153 3,002,802 
Transferred to Rest Account , ae 2,000,000 2,000,000 
iol 
Balance of Undivided Profits a a 549,153 1,002,802 
PE 
A. T. LAMBERT 
General Manager, 
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Bank Charges Rise 


An increase in charges to mort- 
gage, loan and trust companies and 
credit unions using the clearing 
house facilities of Canada’s char- 
tered banks, went into effect on 
November 1. The increase was con- 
sidered necessary because of the in- 
i creasing cost of maintaining the 
clearing facilities provided by the 
banks. 

In some cases the rates charged 
other financial institutions using 
checks have not changed for 20 
years. Today about 90 per cent of 
all money transactions in Canada are 
handled by check. 

Some of the credit unions objected 
to the increased charges and offered 
to handle part of the clearing among 
their own institutions to keep costs 
down. 


Sd 5 4 


Red Carpet Treatment 


When the president of the world’s 
sixth largest bank turns teller to 
open a new savings account, there 
must be a reason. 

Recently 10-year old Nancy Clap- 
ham of Beaconsfield, Quebec, a 
Montreal suburb, wrote to James 
Muir, chairman and president of the 
Royal Bank of Canada, to say she 
wanted to be the first to open a sav- 
ings account at the bank’s new 
Pointe Claire Shopping Center 
branch. 

Mr. Muir wrote Nancy that “your 
letter is unique, and in more than 


Expert service at new branch 


James Muir 


Nancy Clapham 








December, 1958 











By JAMES MONTAGNES 


Job classifications undergo analysis at Toronto-Dominion Bank 


50 years of banking, I have never 
seen or heard of one quite like it. 
May I tell you, too, that I do ap- 
preciate your interest.” 

When the branch opened for busi- 
ness late in October, Mr. Muir picked 
up his 10-year old customer at her 
home, drove her to the bank. A 
wastepaper basket was upended so 
she could reach the teller counter, 
and Mr. Muir assumed the role of 
bank teller. He had not done so since 
1912 when he joined the bank. He 
counted out the $52.37 Nancy 
brought in small bills and pennies, 
money she had saved from her 
weekly allowance and from a paper 
route. Nancy became savings ac- 
count number one at the branch, and 
was driven to school by Mr. Muir. 


° ° Sf 


Job Evaluation 


To cope with business today and 
prepare a framework for future de- 
velopment, the Toronto - Dominion 
Bank has initiated a job evaluation 
program. The program will enable 
the bank to operate at increased 
efficiency with its 6,000-member 
staff in some 500 Canadian branches. 

“We have known for some time 
that a job evaluation program was 
necessary,” explained L.S. Calvert, 
in charge of the program at the 
Toronto head office. “Much thought 
and research was needed before we 
could set out on one. We wanted to 
produce the best results in the most 
efficient way possible. 

“If we are to meet the broad and 
heavy demands being made on bank- 


ing today we must know ourselves 
better. If we are to be sure of our 
growth and security in the future 
we must know where we are going 
and how. Our job evaluation program 
will go a long way toward giving 
us many of the answers.” 

A group of head office personnel 
have been trained by Edward N. 
Hay, Inc., of Philadelphia. The proc- 
ess of job evaluation consists of four 
stages. First is the interview with 
the job-holder, which is an informal 
conversation with the staff members 
giving as much information as pos- 





L. S. Calvert, 


right, discusses 
gram with Assistant General Manager 
S. T. Paton at Toronto-Dominion 


pro- 


Interviews key to program 


sible about the duties and responsi- 
bilities of their jobs. 

A written description of the job 
is then produced by the job analyst 
and checked carefully by the branch 
accountant and manager. Then the 
job description goes before the bank’s 
evaluation committee for analyzing 
and coding. 

Toronto-Dominion’s job evaluation 
program is less complicated and com- 
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NEW ZEALAND 


Over the past 92 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of eco- 
nomic and financial conditions in 
these two greatly expanding nations. 


More than 760 Offices through- 
out New Zealand and Australia 
provide up to date information on 
the local outlook and offer facilities 
for every type of transaction. 


THE COMMERCIAL BANK 


OF AUSTRALIA LIMITED 


FOUNDED I866 
















Head Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA, 
Chief New Zealand Office: 

328-330 Lambton Quay, WELLINGTON. 





CASHIER’S 
PAD RACK 


RECEIPTS, PADS, 
VOUCHERS 
AT YOUR 

FINGER-TIPS 


Welded steel construction 
with rubber feet to prevent mar- 
ring or slipping. GRAY Finish. 

SIX POCKET 8" Wx 712" Hx 4" D...... 4.45 
EIGHT POCKET 8” W x 914" H x 54%)" D..5.65 
TEN POCKET 8” Wx 1114" H x 64%" D...7.50 


DEPOSIT TICKET 


HOLDER 


ELIMINATES 
STICK FILES. Con- 
tents easily re- 
movable. Sturdy 
steel construction. 


Gray finish. 10’ Wx6"Hx4’'D. 3.25 


WSO onc co. inc 


350 West Ontario St., Chicago 10, Ill 


BANK AND CASHIER EQUIPMENT 









y sHiP AND CHARGE TO OUR ACCOUNT 
i ITEMS CHECKED ABOVE 
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Charles Pearce, head of records staff, answers call for information on one of 
500,000,000 items on file. Some of the records date back to 1820 


Daily shipments receive swift attention at Archives Building 


plex than many used today. It is, 
however, still a rather detailed proj- 
ect. The analysts point out that not 
everyone will be interviewed. The 
process will continue until it is felt 
that all categories and jobs through- 
out the organization have been 
sampled and that a comprehensive 
sampling has been obtained. 

It is expected that through the 
added knowledge and appreciation of 
a particular job’s requirements and 
possibilities, the bank will be better 
able to open the door to greater op- 
portunities for its staff members. 


° ° 5 


Filing Reeords 


When a savings account customer 
comes into one of the 775 branches of 
the Canadian Bank of Commerce to 
ask for proof that a certain bill was 
paid by check in, say, 1945, it is 
quite possible to turn up the item 
within a day or so: in other words, 
one item can be picked from roughly 
500,000,000 similar items as a mat- 
ter of routine. This is part of the 
service available at the central ar- 
chives of the Canadian Bank of 
Commerce at Toronto. 

Records of the bank and its pred- 
ecessors are kept in the specially 
built Archives Building on Atlantic 
Avenue, Toronto, in an industrial 
area of the city. The original struc- 
ture was built in 1912. It has been 
enlarged since then. Had the Cana- 
dian banking regulations not been 
altered in 1948, the building would 
have had to be greatly enlarged to 
hold the material which arrives daily 
from all parts of Canada. 

Before the destruction of first- 
class items more than 20 years old 
was permitted, the Archives Build- 
ing held some 8,000 boxes, each con- 


taining upwards of 150 pounds of 
paper, some containing as many as 
60,000 checks. In addition there is a 
great mass of material on racks, not 
contained in boxes. 

The Building receives an average 
of a box a day from the bank’s 
branches. The Toronto main branch 
last year shipped 85 boxes to the 
archives. The shipments are made 
as storage space at each branch is 
depleted. Roughly some 15,000,000 
items are added annually to the 
records stored in the building. 

Currently material over 30 years 
old is being destroyed, and each item 
is checked to be sure that historic 
items are retained. The material to 
be destroyed goes through shredding 
machines, and the paper is sold. 

Records in the building include 
paper from the Bank of Upper Can- 
ada and the Halifax Banking Com- 
pany, dating back to 1820. There 
are also letters written by Canada’s 
first prime minister, Sir John A. 
Macdonald, long before he was 
knighted and became premier. These 
date back to 1847. 

One of the little-known tasks of the 
archives staff is to make up passbooks 
of long dormant accounts. These are 
made up when a customer turns up to 
claim the account. 

Charles Pearce is in charge of the 
Archives Building. He set up the 
present filing system in 1932. He 
recalls that some 30 years ago his 
most desperate search for a docu- 
ment was for a power-of-attorney, 
needed for a legal action. Finally 
after six months it was found, mis- 
takenly filed among first-class vouch- 
ers by the branch requesting the 
document. 

Today Mr. Pearce’s system is 
quicker as shown by the request of 


Burroughs Clearing House 























A HEALTHY PLACE FOR PEOPLE AND DOLLARS TO LIVE IN 


With life expectancy among the highest, and the death 
rate one of the lowest in the world today—Canada offers 
rich /iving rewards to people of any age. They include 
a land of vast and varied recreational opportunity, a 
dynamic industrial economy and natural resources of 
amazing wealth and diversity. 


With a population now exceeding 16 millions and a 
yearly gross national product approaching 30 billions, 
Canada has attracted thousands of U. S. firms, large and 
small. Our country is not merely a rich source of supply 
of raw materials and finished goods but an expanding 


market for a wide range of U. S. products not grown 
or made in Canada. 


Our goal as one of Canada’s largest banks is to promote 
the prosperity of U. S.-Canadian commerce. We wel- 
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come inquiries from U. S. bankers who recognize the 
desirability of creating larger American markets for 
Canada’s products and services as the super-highway to 
heavier Canadian orders for America’s manufactures. We 
invite opportunities to assist any of your own Customers 
who seek to develop their potentialities in our country. 
Write to our Business Development Division, Head 
Office, Toronto 1, Canada. 


THE CANADIAN BANK 
OF COMMERCE. 


Head Office—Toronto 1, Canada 


New York * San Francisco * Los Angeles * Seattle 
Portland, Ore. 


Resident Representatives: Chicago and Dallas 
More than 775 branches across Canada 
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a manager of another bank who 
asked for the account of a customer 
who during World War II had trans- 
ferred to the other bank when some 
of the branch banks were closed. 
Mr. Pearce was able to find this 
record within a few minutes. 
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Bank Shares 


Shares of the Provincial Bank of 
Canada were listed recently for the 
first time on the Montreal Stock 
Exchange. Paid-up capital of the 
bank is $5,000,000, or 500,000 shares 
at $10 par value. Authorized capital 
is $10,000,000, having been increased 


from $5,000,000 in 1953. The Pro- 
vincial Bank of Canada has 165 
branches and 187 agencies in opera- 
tion from’ Prince Edward Island to 
Windsor, Ontario, mostly among 
French-Canadians. 

The Toronto-Dominion Bank has 
offered shareholders 400,000 addi- 
tional shares of capital stock at $34 
a share, at the rate of one additional 
share for each five shares held. The 
bank’s shares at the time of the an- 
nouncement, October 10, were sell- 
ing on Canadian exchanges at about 
$48 a share, with par value of $10 
a share. 

The sale of the additional 400,000 








IMPERIAL BANK 


OF CANADA 


Condensed 84th Annual Statement 
October 31, 1958 


ASSETS 


N.H.A. mortgages........... 
Bank premises.........2006 
Letters of credit and other assets........+. 


LIABILITIES 


Deposits... .ccccccccccsccces 
Letters of credit and other liabilities........ 
Total liabilities to the public. . 


eeccccccccce $ 156,764,957 


363,678,039 





ccccccccccce $ 520,442,996 


413,044,168 
42,007,030 
13,612,284 
21,280,352 

$1,010,386,830 





ccccccccocces $ 941,267,983 


24,200,446 





ePrccccceses $ 965,468,429 











Capital, rest and undivided profits......... 44,918,401 
$1,010,386,830 
STATEMENT OF EARNINGS 
Profits after making transfers to inner reserves 
and after income taxes $4,490,000........ $ 3,084,175 
Gres ina talcetdedvicacdveteonesne $ 2,016,000 
$ 1,068,175 
Undivided profits brought forward......... 650,226 
Balance of undivided profits... .......00-- $ 1,718,401 
STATEMENT OF REST 
Balance October 31, 1957.....eseececees $ 30,000,000 
Transfer from contingency reserves......... 2,000,000 


Balance October 31, 1958.. 


4d. S. PROCTOR, 
President 


$32,000,000 





Hs W. THOMSON, 
General Manager 


IMPERIAL 
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shares will result in an increase in 
capital account of $4,000,000, bring- 
ing the capital account to $24,000,- 
000, and increasing the rest account 
by $9,600,000 to $57,600,000. 

The offering of rights to -sub- 
scribe to new shares is not being ex- 
tended to shareholders in the United 
States, but they will be able to sell 
or transfer their rights. 
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Cradle Accounts 


The Bank of Montreal has started 
an experiment to develop customers 
while they are still very young. At 
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Savings account, cards for tots 


branches in London, Ontario, and 
Calgary, Alberta, babies whose birth 
notices are recorded in the local 
newspapers receive a savings ac- 
count with an initial balance of $1, 
a gift of the Bank of Montreal. The 
bank sends birthday cards to the 
babies. 

At Wallaceburg, Ontario, Mayor 
J. L. Thompson decided to present 
each baby born this year at the 
Sydenham District Hospital with a 
Savings account and a balance of 
$1 through the local branch of the 
Canadian Bank of Commerce. The 
gift passbooks were handed out at 
one time for the 123 babies who re- 
ceived the present in the first half 
of the year. 

a7 . * 


Expansion South 


The recently formed Bank of Lon- 
don and Montreal (BCH July, 1958, 
page 76) has expanded further 
southward with the incorporation 
of 14 existing branches of the Bank 
of London and South America. 
These branches in Colombia, Ecua- 
dor, El Salvador, Guatemala, Nic- 
aragua and Venezuela will become 
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part of the new bank early in 1959. 

The head office of the Bank of 
London and Montreal was opened at 
Nassau, Bahamas, on October 1, 
with joint ownership by the Bank of 
Montreal and the Bank of London 
and South America. Chairman is 
Gordon R. Ball, president of the Bank 
of Montreal, and deputy chairman is 
Sir George Bolton, chairman of the 
Bank of London and South America. 

The bank plans expansion in the 
Caribbean and other areas. F. R. 
Bottrill, formerly head office man- 
ager of the Bank of London and 
South America at London, England, 
is general manager of the Bank of 
London and Montreal. Stewart T. 
Strathy, formerly an assistant super- 
intendent of the Bank of Montreal, 
has been appointed assistant general 
manager. 

The new institution will provide 
the Bank of Montreal with direct 
facilities for the benefit of Canadian 
business and will allow the bank 
to assist in the growth of the rapidly 
expanding Caribbean economy. 

This latest development in the 
Bank of Montreal’s foreign expan- 
sion follows the bank’s establish- 
ment of a Paris office in 1956, and 
the opening of eight branches at 
Canadian Army and Royal Canadian 
Air Force bases in France and Ger- 
many. 
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Climbing Up 


E. J. Friesen, general manager of 
the Imperial Bank of Canada, has 
been elected a director and vice- 
president of the bank, which he 
joined at Rosthern, Sask. in 1920. He 
was succeeded as general manager 
by H. W. Thomson, former senior 
assistant general manager. 

Mr. Friesen was named manager of 
the main branch at Montreal in 1947. 
He became assistant general manager 
in 1950 and general manager in 1956. 

Mr. Thomson joined the bank at 
Fort Qu’ Appelle, Sask., in 1921. 

S. E. Ashley, manager of the main 
branch of the Imperial Bank of Can- 
ada at Toronto, was promoted to 
assistant general manager. 


Handling new responsibilities 


E. J. Friesen H. W. Thomson 
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ll Your Guide to 7 
Business in Canada_ 


papPakeD ay tHt 


“Required Reading” for your Clients 
Planning Business in Canada 


This new, revised 48-page guide will 
interest all your clients with present 
or potential business operations in OF CONTENTS 
Canada. The partial table of contents ides alt eae ‘ieioal 
at right highlights the up-to-the- tion 

minute facts it contains. 

The guide is published by Bank 
of Montreal which for nearly a cen- 
tury has cooperated with U.S. banks 
in helping Americans do business 
north of the border. With more than 
725 branches from coast-to-coast and 
$2.8 billion in resources, the B of M 
has the organization and size to help 
you meet your clients’ complete re- 
quirements in Canada. 





PARTIAL TABLE 





Taxation in Canada 
Labor Laws 


Patents, Copyrights and 
Trade Marks 


Construction 

Customs Duties 

Immigration and Citizenship 
Oil and Gas Operations 


Canadian Statistics 











A copy of ‘Your Guide to Business in Canada” is 
yours for the asking. Write on your bank letterhead to 
our nearest U.S. office or to the Business Development 
Department, Head Office, Montreal. 
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Who says an expert is someone from out of town? 


It’s amazing the amount of informa- 
tion a banker has about his own 
community. Not on banking alone, 
but on a broad variety of subjects. 
He’s close to so many business trans- 
actions and to so many community 
events that he literally keeps his 
finger on the town. 

At City National, we mutually 
exchange information with hundreds 


Member 
Federal Deposit 
Insurance 
Corporation 


of bankers around the country. Fre- 
quently, they will call on us for data 
to help make important decisions 
for their customers. Through our 
Bank Wire, we’ve been able to help 
our correspondents maintain their 
reputations as the most knowledge- 
able men in their community. 

In the Midwest, we perform many 
functions for our correspondent 


friends. And whenever we do a job 
for an out of town bank, we try to 
handle the job as carefully as they 
would handle it themselves. 
Perhaps you and your bank could 
use the powerful resources of City 
National to assist you in serving your 
customers. If you’d like to learn of 
the help we can give, why not phone 
us. We’d like to do business with you. 


AND TRUST COMPANY OF CHICAGO 


208 South La Salle Street « FRanklin 2-7400 
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THE BOOKLET COUNTER 








Banking Legislation . .. Con- 
gressional action on banking legisla- 
tion in the second session of the 85th 
Congress is summarized in this 26- 
page report. It outlines the major 
provisions of 10 new banking laws 
and of 9 bills, not enacted, on which 
the American Bankers Association 
took a position. It also describes the 
status and chief provisions of addi- 
tional laws and bills of indirect in- 
terest to banking. Included in the 
round-up are the Small Business In- 
vestment Act, the Financial Institu- 
tions Act and the Emergency Hous- 
ing Act of 1958. 


Best Business Letters . . . The 
correspondence in this 68-page book- 
let has been carefully selected to show 
how letters can be effectively used in 
business development programs or 
other direct mail campaigns. The 60 
examples of letters, including many 
from banks and other financial firms, 
are aimed at stimulating savings, 
welcoming new residents, thanking 
customers for their business, and the 
like. Different approaches and tech- 
niques are featured, enabling finan- 
cial institutions to pick the most 
suitable method for their own pro- 
motional material. Several variations 
of the past due account letter are 
also included, as well as requests for 
exchange of information from other 
financial firms. 


Banking Services . . . Personal 
trust services, travel funds, mortgage 
loans, instalment credit and banking 
by mail are among the 49 services 
outlined in this 28-page offering. De- 
signed for distribution to customers, 
the booklet shows what can be done 
to inform the public about the vari- 
ous services offered to customers by 
the bank. It points out that as new 
needs have arisen because of chang- 
ing times and conditions the bank 
has added new services to meet those 
needs. The strong selling message is 
ably supported with illustrations and 
tables, all aimed at showing the ad- 
vantages of one-stop banking. 


How to Buy a New Car... This 
customer handout provides a very 
interesting case for the bank as the 
logical source for the new car loan. 
Published by a large Texas bank, it 
outlines the factors the buyer should 
consider when he purchases a new 
car. The extras, such as optional 
equipment that will add to the cost 
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Advantages of a bank loan 


of the car, insurance, and the like, 
are included in the text. A handy 
form on the inside of the folder 
permits the car buyer to make a 
comparison of the cost involved in 
financing a car at the bank or 
through some other source. In addi- 
tion, the folder contains a complete 
list of the many other services that 
are available at the bank. 


Check Kite Prevention . . . The 
common banking practice of permit- 
ting well-established accounts to oc- 
casionally draw against uncollected 
funds is put to test in this 12-page 
speech reprint. It points out the 
dangers of this practice, which often 
can lead to check-kiting losses to the 
bank. Some basic rules for prevent- 








These booklets are available upon 
request, free of charge or obliga- 
tion, under an _ arrangement 
whereby the requests are referred 
promptly to the producers. Sim- 
ply address requests on bank or 
company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











ing kiting operations are given, as 
well as the general procedures fol- 
lowed in most kite processes. An 
actual case study, showing the un- 
collected funds balance or potential 
loss to one bank provides an excellent 
tool for training bookkeepers. In ad- 
dition, the booklet outlines specific 
things tellers and bookkeepers should 
guard against, to prevent kiting 
operations. 


Insurance Guide . . . The many 
hazards to financial security, such as 
burglary, fidelity, public liability and 
fire loss are treated in this 40-page 
booklet. Recognizing the increasing 
awareness by banking institutions 
of the need for a well-organized in- 
surance program, the booklet outlines 
the various types that are available 
to the banks and their customers. A 
convenient check list of insurance 
coverages is included, enabling the 
reader to spot check his immediate 
wants. Of particular interest is the 
glossary of terms for use by bank 
personnel when processing loan appli- 
cations, appraising collateral secu- 
rity, analyzing financial statements, 
or when acting in fiduciary or trustee 
capacities. 


Federal Budget . . . In this seven- 
page reprint of a speech, the author, 
who is the president of a large south- 
ern bank, provides a sharp analysis 
of what can be done to eliminate the 
Federal Budget deficit. He compares 
Federal income with the typical 
family’s income and suggests re- 
forms that are needed to keep the 
former in line. From 1900 to 1958, 
he adds, the Federal Budget multi- 
plied 140 times, while the population 
little more than doubled. He points 
out inconsistencies in various trust 
funds handled by the Government 
that may cause taxes to rise. 


Japan in a Changing World... 
The amazing comeback of Japan and 
its role in the immediate future are 
covered in this 24-page study. Ja- 
pan’s limited resources, changing in- 
dustrial patterns, and postwar re- 
covery phases are detailed. The 
well-illustrated booklet also provides 
information regarding U.S.-Japanese 
trade, pointing up its growth over 
the past decade. Japanese imports 
and exports to and from other na- 
tions are also covered. Supplementary 
tables are used to show the princi- 
pal products involved. 
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YOU CAN LAUNCH 


Burroughs 








INTO THE FIRST STAGE 
OF BANK AUTOMATION 
. . » ANY TIME 3 


Now comes the ‘“‘count-down”’ to bank automa- 
tion, stage by stage. 


Launched (with the Burroughs Imprinter): 
account numbering and imprinting. Launched: 
magnetic ink coding (the Burroughs Imprinter is 
engineered to be converted right in your bank 
to magnetic ink requirements). Launched: auto- 
mation in all its stages. More benefits: 


e Big reduction in missorts, misposts. No illegible 
signature problems. 


e Easy, accurate sorting and filing at high speed 
and low cost. 

e You can open new accounts, fill emergency 
orders or imprint deposit tickets handily. 


e No delay in getting personalized checks to 
customers. Three minutes after ordering, customer 
gets checks hot off the Burroughs Imprinter. 


The Imprinter itself? Look at it. A solid, heavy- 
duty floor model machine precision-built by Bur- 
roughs’ Todd Division—the people who design 
and manufacture checks—the people who know 
the business and can bring you the benefits of over 
50 years’ experience in it. It’s engineered and 
researched for today and tomorrow. And it’s 
backed by famous Todd service—fast, competent, 
knowledgeable. 


Details? Demonstration? Call the nearby Todd 
office. Or write— 


THE TODD COMPANY DIVISION; ROCHESTER 3, NEW YORK 


® Burroughs 
Corporation 


“NEW DIMENSIONS / in electronics and data processing systems” 


Burroughs Clearing House 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Check Not Payment 

In an action to recover the amount 
of a check, a California District 
Court of Appeals reversed its lower 
court and held as a triable issue of 
fact the point as to whether the 
plaintiff had expressly agreed to 
accept a check in payment of a debt 
owed to her by the payee-endorser. 

The action was brought against the 
drawer and guarantor of the payee’s 
endorsement, and the Court pointed 
out that taking a check or a note 
either of a debtor or of a third per- 
son for a pre-existing debt does not 
constitute a payment of such debt 
unless it is expressly agreed to take 
the note or check as payment thereof. 
The plaintiff was therefore not a 
holder in due course unless she took 
the check under such circumstances 
as would make her a holder in due 
course. The defendant drawer of the 
check claimed that it was obtained 
by forgery and under such circum- 
stances, the plaintiff-endorsee of the 
check did not become a purchaser for 
value unless she agreed to take the 
check as payment. 
Roth v..... Thrift and Loan, 327 
P. 2d 945 (1958) 


+ . 4 


Deferred Posting 

The United States District Court, 
Southern District, Florida, decided 
that where a drawer’s account at his 
bank was insufficient to honor a 
check, the bank was not liable to the 
payee for retaining the check more 
than 24 hours after its receipt. A 
Florida statute provides that a 
drawee who destroys a draft or re- 
fuses to return it within 24 hours 
shall be deemed to have accepted it. 

When the check was forwarded to 
the defendant, it kept it for three 
days before returning it unpaid to 
the forwarding bank. At the time the 
check was forwarded and at no time 
thereafter did the depositor’s ac- 
count contain sufficient collected 
funds to cover the item. 

The statute in question reads in 
part: “A check or draft received for 
deposit or collection by a _ solvent 
payor or drawee bank shall not be 
deemed paid or accepted until the 
amount is charged to the account of 
the maker or drawer unless, though 
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not so charged, such item is retained 
by the drawee or payor bank longer 
than the end of the business day 
following its receipt.” 

“C(If] a drawee to whom a bill is 
delivered for acceptance destroys the 
same, or refuses within twenty-four 
hours after such delivery, or within 
such other period as the holder may 
allow to return the bill, accepted or 
nonaccepted, to the holder, he will be 
deemed to have accepted it.” 

After dismissing the first provi- 
sion of the deferred posting statute, 
the Court said: “ ... the defendant 
bank was under no duty to the plain- 
tiff. There was no privity between 
the drawee and the plaintiff, and 
plaintiff could only attain such rights 
under the check that the depositor 
himself had. In view of the fact that 
the check was uncollectable by de- 
fendant, the defendant Central Bank 
& Trust Company was not liable to 
plaintiff for its failure to return the 
check within the time stated.” 

“. . . the Statute specifically uses 
the terms ‘destroys’ or ‘refuses to 
return’, and would, by such wording 
exclude the possibility that mere 
retention constitutes acceptance.” 

The Court went on to point out 
that where gross negligence resulted 
in injury to the holder of the check, 
a court might apply the “acceptance” 
doctrine to prevent hardship, but it 
would have to be a case where the 
bank actually or constructively re- 
fused to return the item and where 
substantive damages were occasioned 
by the depositor. 

Finance Corp. of Fla. v. Central Bank 
& T. Co., 163 F. Supp 372 (1958) 


° ° ¢ 


Kiting’s Consequences 


In denying relief to a check kiter, 
the United States Court of Appeals, 
Third Circuit (Pennsylvania), said: 
“Check kiting is illegal and a crimi- 
nal act under the laws of the United 
States when the mails are used, as 
they were in this case. It is well- 
settled that where the plaintiff’s 
conduct in connection with the trans- 
action upon which his claim is based 
was illegal and criminal the courts 
will deny him relief.” 

The Cecil Bank was operated by 
its executive vice-president and 


cashier, who committed suicide. The 
directors of the bank declared it 
insolvent and called upon the F.D.I.C. 
for aid. The plaintiff was a farmer, 
beer distributor, livestock and real 
estate dealer, who maintained his 
principal personal and _ business 
checking accounts in the Cecil Bank, 
as did his wife, daughter, son, 
brother and nephew. While these 
latter accounts were in different 
names, they were all controlled by 
the plaintiff, and at the time the 


_ bank closed, these accounts aggre- 


gated $70,000. He was permitted to 
treat the accounts of his relatives as 
though they were in his own name, 
drawing checks on them at will. His 
claim was based on a transaction in- 
volving two checks drawn on his 
account at another bank. These 
checks were signed in blank and left 
with the Cecil Bank cashier for use 
in furtherance of the plaintiff’s busi- 
ness transactions, but the dates, 
payees and amounts were to be filled 
in by the Cecil Bank, in accordance 
with express instructions of the 
plaintiff. As a matter of fact, they 
were filled in by the cashier and 
converted to the bank’s exclusive use 
without knowledge or authority of 
the plaintiff according to his allega- 
tions. 


The defense was that the trans- 
action in question was part and par- 
cel of a check-kiting operation and 
that recovery should be denied be- 
cause it was not an unlawful appro- 
priation of $19,200, since the plain- 
tiff was presumed to have partici- 
pated in the illegality. 

The Court said: “A check kite has 
been defined as a scheme whereby 
false credit is obtained by the ex- 
change and passing of worthless 
checks between two banks. The kite 
in the instant case involved three 
different types of checks: (1) checks 
drawn on the Canonsburg Bank 
which the plaintiff had signed in 
blank and left with Wagner; (2) 
checks drawn on the Cecil Bank 
which plaintiff made payable to him- 
self and signed some name other than 
his own as the purported drawer; 
and (3) checks drawn on the Cecil 
Bank which Wagner made payable 
to plaintiff and signed someone else’s 
name as the purported drawer.” 
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“The kiting operation worked sub- 
stantially as follows: Wagner would 
fill in one of the checks on the 
Cannonsburg Bank signed in blank 
by plaintiff and would forward it 
through banking channels for pay- 
ment. It would take several days for 
the check to clear and on or before 
the day it was scheduled to reach 
the Cannonsburg Bank, plaintiff or 


‘Wagner would cover it by depositing 


° 


in plaintiff’s account one of the 
‘manufactured’ checks drawn on the 
Cecil Bank. When that check reached 
the Cecil Bank, Wagner would cover 
it by one of plaintiff’s signed-in- 
blank checks drawn on the Cannons- 
burg Bank. This check, in turn, 
would be covered by a manufac- 
tured’ check drawn on the Cecil 
Bank. The operation continued until 
the false credit was discovered.” 


Sd 


The record established a 23-month 

period of check kiting operations in 
which the plaintiff was an active par- 
ticipant and it is settled that a course 
of conduct once established is pre- 
sumed to continue until the contrary 
is established. 
Falconi, Appellant vs. Federal De- 
posit Insurance Corp., U.S. Ct. of 
Appeals, 3rd Circuit No. 12382, 
Filed June 25, 1958 
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HOME IMPROVEMENT LOANS 


CONTINUED FROM PAGE 45 
include their ready marketability and 
the present 90 per cent guarantee of 
the loans. They have also proved to 
curb exaggerated claims and prom- 
ises that might be made by a home 
improvement dealer. Disadvantages, 
of course, are their lower rate, their 
restrictive regulations, the fact that 
all improvements are not necessarily 
eligible. There also is the monthly 
reconcilement to worry about. And, 
the legislation that has created the 
Title I’s is not permanent, and is 
always subject to renewal by Con- 
gress. 

Dealer contracts, of course, are our 
biggest source of business. The vol- 
ume of paper derived from them 
varies greatly. One of the larger 
modernization firms regularly places 
over $1 million of paper with us 
every year. A one-man plumbing 
shop, in contrast, may refer only 
two or three contracts to us each 
month. Yet each is regarded as high- 
ly important to us. 

Good dealer relations and adequate 
advertising are two of the three 
necessary ingredients in building 
and retaining a successful instalment 
loan business. The third component 
is good customer relations, a point 
that we have been impressing upon 
our employees for many years. We 


think that strict attention to cus- 
tomer needs is particularly required 
in the case of home improvement 
loans. We try to take special care of 
these people who demonstrate their 
pride in their homes, and we have 
become convinced that this group of 
customers have both the desire and 
ability to meet their obligations. 
The home improvement borrower 
asks just two things of us in return 
for his business. First, he wants us 
to appreciate his business by treat- 
ing him in much the same way the 
neighboring grocers or any other 
merchants respond to his wishes. 
Secondly, he wants us to process his 
application for the loan immediately 
and complete the transaction as 
quickly as possible. He certainly is 
entitled to both considerations. 
From the time an application for 
a home improvement loan is tele- 
phoned into the bank, time becomes 
a measuring stick of the efficiency 
of our department. The time of the 
phone call is noted on the application 
and this is repeated on the applica- 
tion when it reaches the central files 
for past history on any business the 
bank may have carried on with the 
applicant. Once more the time is in- 
dicated when the application is re- 
ceived by our investigators. A 
thorough investigation of the paper 








53 BANKING OFFICES IN PERU 





For your operations with PERU look to the 


BANCO INTERNACIONAL DEL PERU 


Head Office: Lima, Peru 


With experienced English speaking personnel, translating becomes un- 
necessary and strict compliance with your instructions is assured. We invite 


you to use our facilities for your Collections and Letters of Credit. 


Upon request we shall be glad to forward by air mail our collection tariff in English 


which incorporates information on local customs and practices. 


Capital and Reserves Exceed $/79,180,000 


. Founded 1897 
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not only develops trouble-free and 
expense-free accounts, but protects 
the customer from assuming an obli- 
gation that he does not have the abil- 
ity to meet. Here, we believe that 
our operations are as fast as possible. 
We feel that we are partly responsi- 
ble for the formation of the highly 
successful Bankers Exchange Bu- 
reau of Western Pennsylvania, a co- 
operative group of area bankers who 
provide immediate information on 
any customer with whom they have 
had dealings. Investigation of local 
reference plus this contact with the 
Bankers Exchange, we believe, has 
been instrumental in keeping delin- 
quencies on our home modernization 
loans to less than 4% of one per cent. 

Extending FHA Title I regula- 
tions to all of our loans in timing our 
notification of loan approvals places 
all such approvals in the mail to 
applicants at least six days prior to 
disbursement of funds to dealers. 

From this point on, we make every 
attempt to develop a satisfied cus- 
tomer to free us from any trouble 
once his payments are started. Every 
contact with him is kept as personal 
as possible, and form letters are 
never used. We impress upon the 
customer the importance of making 
sure that the contracted work has 
been finished to his satisfaction be- 
fore he signs the completion release. 
Our own representative spot checks 
projects to make sure that dealers 
are meeting work requirements. 

We then concentrate on setting 
the monthly payment date at the 
most convenient time of the month 
for the customer and try to impress 
our dealers with the value of arriv- 
ing at the best date when setting up 
the application. The first payment, 
of course, is the most significant. 
We do all we can to get the customer 
off on the right foot, again trying 
to escape any difficulties that might 
arise during the life of the note. We 
do not favor summer plans or any 
other type of deferred payment plan. 
The sooner the customer gets into 
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“Daddy, How Do I Look?” 


Yesterday it was dolls and pigtails and small scuffed shoes. Suddenly it’s her 
first grown-up “‘party dress’—and a little girl is a young lady. 


The things a family needs don’t always come easily. There are times 
when any father may be pressed to provide them. 


Those are the times when a Beneficial loan proves its value. . . 

meeting unexpected needs with a small loan service that is friendly, dignified 
and dependable . . . and geared to family requirements both in amount 

and repayment schedule. 


| ...@ BENEFICIAL loan is for a beneficial purpose. 


Finance Co: 


Beneficial Building, Wilmington, Del. 
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the habit of making his monthly 
payment regularly, the better the 
loan will be. Occasionally, a dealer 
asks for special treatment for a cus- 
tomer, and, because we generally 
know our dealers well enough to 
trust their judgment, the special 
handling is usually accorded. 
Operations-wise, we have been 
forced to adopt certain innovations in 
the physical layout of the bookkeep- 
ing section to keep our account work 
abreast of daily activity. With over 
33,000 active instalment loan ac- 
counts and a relatively small book- 
keeping staff, our facilities are hard 
pressed to complete our daily posting 








Signs of distinction, in excellent 
taste—from desk name plates to 
building facade letters. The 
impressive creations of U.S. Bronze 
serve the country’s leading banks. 
Yet the cost is modest. Write today 
for catalog and full information. 





UNITED ~ Free 





Tea ery 
Wf STATES . A 
(2) BRONZE «. “sign 


Sign Co., Inc. *, service, 
Dept. BC, 101 W. 31st St., New York 1, N. Y. 








DO YOU NEED 


precision-made machine 
and hand posting 
passbooks 


Somples and Prices on Request 


WILLIAM EXLINE INC. 


1270 Ontario Street + Cleveland 13, Ohio 
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work. To accomplish this work, we 
have literally placed our two book- 
keeping machines on wheels. A third 
standby machine stands ready to help 
out in peak loads. Tub ledger bins 
have been placed lengthwise in two 
parallel lines some three feet apart. 
On the outer edge of these lines of 
bins are two tracks that carry 
wheeled carts. Two girls ride these 
carts, staggering the ledgers to be 
posted that day from the day’s cou- 
pons. Two machine bookkeepers ride 
specially-designed dolly carts down 
the center aisle between the ledger 
bins. These carts also carry the post- 
ing machines. No motions are wasted 
as our two posters process up to 
2,500 accounts a day. 

Independent auditors are called in 
once a year to select some 15 to 20 
per cent of our instalment accounts 
at random. These customers are 
mailed account verification notices. 
This is to assure that our accounts 
are being maintained correctly. 

True, we are a consumer finance 
bank, both by policy and reputation. 
And, as a consumer loan bank, we 
have been prepared to step into any 
new instalment credit field as quickly 
as the field developed. Among the 
once-regarded high risk fields that 
we have successfully pioneered have 
been pre-fabricated homes and tele- 
vision. We have had experience in 
just about all commodities and serv- 
ices that can be financed by time 
payments. Still, of all of the many 
types of instalment credit paper that 
we have handled over the past 20 
years, none has proved as stable or 
as profitable as home modernization 
financing. 

New developments in _ building 
materials and home accessories have 
added to the attractiveness of home 
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improvement loans. The growing 
popularity of such items as aluminum 
house siding, aluminum storm win- 
dows and doors, jalousie windows 
and doors, metal awnings, patios 
and swimming pools are but a few 
of the recently introduced products 
that have appeal for the new leisure- 
seeking American. Kitchen and bath 
room modernization plans, in our 
area, continue to be good business 
builders, but recently we have found 
that home recreation facilities are 
becoming a very large part of our 
instalment business. 

This growth in our instalment 
loan business over these 20 years 
has encouraged us to broaden our 
services in the commercial and sav- 
ings departments to increase our con- 
tacts with possible loan customers. 
We were the first bank in the Pitts- 
burgh area to increase interest rates 
on savings deposits to 214 per cent. 
We were also the first area bank to 
pay postage both ways on mail de- 
posits. Further, our banking hours 
have been extended to offer maximum 
convenience to our customers. Mon- 
day, Wednesday and Friday, the 
hours are from 9 a.m. until 5 p.m. 
Doors are open from noon until 9 
p.m. on Tuesdays and Thursdays. 

We have been aware of the fact 
that banks nationally are experienc- 
ing a marked slow-down in the vol- 
ume of new instalment credit paper. 
And we have been studying our own 
business in light of this recent de- 
velopment. Once again our confidence 
in the stability of modernization 
loans has been rewarded, for we find 
that we have not experienced a drop 
in new business during the past 12 
months. And we foresee no let-down 
in the demand for home improvement 
loans in the immediate future. 
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BANK OPERATIONS FORUM 


CONTINUED FROM PAGE 39 
according to the speaker, may be 
summarized by saying that Congress 
passed a series of last-minute tax 
bills of technical importance but 
otherwise of limited scope. 

While he admitted that there was 
still some pressures active in Con- 
gress to push for popular tax reduc- 
tions for the coming fiscal year, he 
questioned the popularity of these 
tax reliefs in today’s economic pic- 
ture and guessed that there will be 
no general reduction of income taxes 
within the next year or 18 months. 
And he even predicted that some 
rates may have to be increased if 
current spending is maintained and 
business activity fails to produce 


sufficient revenues under the present 
rates. “If ... increased tensions in 
the cold war, or a fighting war were 
to break out, increased tax rates are 
certainly possible. Indeed, the re-im- 
position of an excess profits tax on 
corporations might become a real- 
ity,” he offered. 

More work on legislation for tech- 
nical reforms in tax laws are cer- 
tain to be pushed in the coming ses- 
sion, he intimated, but these moves 
would be to plug loopholes in the 
regulations, eliminate unintended 
benefits or hardships. 

“The tax picture for 1959 may 
somewhat resemble what has oc- 
curred in 1958, with the possible ex- 
ception that the continuous business 
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Financial Center 
of the Southwest 








REPUBLIC 
is the 
Banker’s Bank 
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It’s a fact... Republic National Bank of Dallas 





Serves more correspondent banks than any other bank 


in the Southwest. The reasons are simple: unsurpassed 





facilities for superior correspondent service, combined 

with an intense desire on the part of every officer 

CAPITAL FUNDS 
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of this Bank to assist you and your Bank. 
We're at your service ... call on us! 
$90,000,000 
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recovery ... could considerably re- 
duce or conceivably even eliminate 
any sizable deficit in 1959,” he con- 
cluded. 

Also selected for general session 
presentation was a report on the 
NABAC Research Institute, and a 
panel discussion concerning develop- 
ments in bank automation and 
automated equipment now in use 
throughout the country. 

The membership at large had their 
first opportunity to hear Richard A. 
Byerly, recently-appointed director 
of the Research Institute. Mr. By- 
erly saved any comments on the ac- 
tual results of the Institute’s first 
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completed study in the area of de- 
mand deposit accounting for a later 
address given by F. Byers Miller, 
executive. director of NABAC. Mr. 
Byerly did review the work being 
done by industry in the field of auto- 
matic data processing, and explained 
in some detail the approach the In- 
stitute was taking in studying pres- 
ent systems of bank operations. 

He praised the association, and 
banking in general, for critically re- 
viewing its own operations and being 
quick to admit certain deficiencies 
in its methods. “Bankers seem to 
think that they are behind the times. 
I do not believe this is true,” he said. 

With the dual posting study al- 
ready completed, he explained that 
the Institute was now investigating 
single posting methods and all other 
methods of demand deposit account- 
ing, predicting that this report would 
be available in March, 1959. 


N his report on NABAC head- 
quarters, Mr. Miller devoted much 
of his time to an explanation of the 
Research Institute’s first study. Re- 
vising briefly the goals and methods 
of the Institute, he discussed certain 
aspects of the dual-posting program 
and explained some summaries of the 
findings that were flashed on a screen 
in the form of charts and tables. 

He insisted that industry-wide 
standards on banking operations 
were a prime prerequisite to the de- 
termination of standards within any 
given bank, and forecasted that the 
standards and controls established 
by the material gathered by the In- 
stitute would be an invaluable aid 
for any bank interested in improving 
a particular task within the bank. He 
further described the time studies 
made in the 24 banks covered in the 
first study and told how these stand- 
ard times could be used by any bank. 
He reported that the Institute now 
has 600 participating bank members. 

The final major address was given 
by J. L. Robertson, governor of the 
Federal Reserve System in Washing- 
ton, D.C. He decried the poor public 
understanding of the Federal Re- 
serve System, and added that, un- 
fortunately, there were still some 
bankers who did not fully grasp the 
workings of the central bank. 

Mr. Robertson detailed the back- 
ground of the system, citing its pur- 
pose as a service organization to 
improve bank supervision, and to de- 
velop, formulate and execute mone- 
tary policy. He also listed the limita- 
tion of the Fed’s powers while 
supporting the system’s control of 
money and credit to balance the 
country’s economic climate. This 
control, he pointed out, is the most 
significant aspect of the Reserve’s 


influence on economic stability. 

Strong interest was shown in the 
panel on automation developments in 
this country. Led by Moderator 
Henry J. Rohlf, vice-president of the 
Mercantile Trust Company, St. Louis, 
and committee chairman of NA- 
BAC’s Research Institute, five panel- 
ists from five geographical areas in 
the country were asked to report on 
their bank automation findings. 

Mr. Rohlf told of the pressures 
being built up among the banking 
fraternity as it approached actual 
installation of some of the long- 
talked-about automatic equipment. 
“We’ve passed from the world of 
fantasy and ‘blue-sky’ talk,” he com- 
mented. “Now we’re all beginning to 
wonder just how much we know 
about costs and systems.” 

The panelists and the regions they 
represented were C. Stanley Battles, 
second vice-president, Continental 
Illinois National Bank and Trust 
Company, Chicago, midwest; Gilbert 
Lawrence, assistant secretary, Man- 
ufacturers Trust Company, New 
York City, northeast; A. R. Naun- 
heim, vice-president, The North Side 
Bank, Jennings, Missouri, south; E. 
T. Shipley, auditor, Wachovia Bank 
& Trust Company, Winston-Salem, 
North Carolina, southeast; and Har- 
vey R. Walk, assistant vice-president, 
Union Bank and Trust Co., Los 
Angeles, west. 

One of the most exhaustive studies 
was carried on by Mr. Shipley who 
drafted a questionnaire on electron- 
ics and their use and mailed these 
questionnaires to 20 banks in the 
southeast. Each of these banks, in 
turn, mailed two copies of the ques- 
tionnaire to neighboring banks for a 
total of 60 banks queried. Of this 
number, 40 replied and Mr. Shipley 
analyzed the findings. Among the 
major points of determination was 
that 19 banks had already installed 
some degree of automation and an- 
other 15 banks planned such an in- 
stallation within the next 12 months. 


N reporting on semi-automatic 

posting machines, averages indi- 
cated that the banks had installed 
six machines some 7144 months ago, 
operated the machines 5 4/5 hours 
a day on 2,554 accounts with some 
1,684 items posted a day, and with 
an average savings of machine help 
of 25 per cent. Other answers showed 
that 27 banks were using the 
machines on regular checking ac- 
counts, 26 banks included special 
checking accounts on the machines 
and 17 banks used the equipment for 
commercial checking. Twenty-nine of 
the banks had already numbered 
their accounts. 

Mr. Lawrence in his report pointed 
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to savings in his own bank since the 
installation of ’tronic machines. But, 
he also listed the work and the time 
necessary to arrive at a successful 
handling of items under any new sys- 
tem. He added that while semi-auto- 
mated equipment was being quite 
widely accepted in northeastern 
banks, only two computers had ac- 
tually been installed in the area. 

Mr. Walk chose a trip down the 
west coast from Seattle, Washington, 
to Los Angeles as his approach to 
the automation study. In the larger 
cities he found banks centralizing 
their operations, going ahead with 
automated systems and studying the 
feasibility of computer installations. 

Reporting on the midwest scene, 
Mr. Battles philosophized on the gen- 
eral thinking of bankers in his area, 
and perhaps the thinking of bankers 
throughout the country. 

He urged smaller banks to stop 
feeling excluded from the large elec- 
tronic installations and pointed to 
cooperative efforts between banks as 
one solution to their record keeping 
problems. He also cited the growing 
dependence of industry on banking to 
complete some of their normal record 
keeping work. He suggested that 
banks study other areas of their 
work besides deposit accounting that 
could be aided by automation, and 
asked bankers to study better con- 
trols as well as lower costs in consid- 
ering automation. 

Use of electronics in banks in the 
St. Louis area was discussed by Mr. 
Naunheim who covered installations 
in six banks. His discussion also in- 
cluded brief details of a service bu- 
reau arrangement with two banks in 
Crestwood, Missouri. 


Audit Section 


Two afternoon discussion groups 
centered on the audit section. 

The first day’s topics included, 
“Reports to Management” by Ed- 
mund Leone, comptroller, Manufac- 
turers Trust Company, New York 
City; “Using Outside Accountants 
for Conducting Bank Examinations” 
by Frederick W. Bardusch, deputy 
comptroller, Chase-Manhattan Bank, 
New York City; and “Continuous 
Audit Controls” by R. Ernest Light- 
bown, auditor, Mellon National Bank 
& Trust Company, Pittsburgh. 

The importance of creative reports 
to top management was the theme of 
Mr. Leone’s talk in which he urged 
the preparation of reports designed 
to influence or compel management 
action by the nature of the premise, 
inquiry, survey, investigation or re- 
search referred to in the report. He 
added that management was far 
more interested in the soundness of 
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recommendations than in the meth- 
ods used to derive these conclusions. 

Mr. Leone urged that extraneous 
material be eliminated and manage- 
ment questions be anticipated before 
submission of the report. He added: 
a good question to ask oneself when 
preparing a subject is “How is the 
reader going to get the material out 
of the report?” rather than “How am 
I going to get this material into writ- 
ing?” 

Mr. Bardusch advocated the use of 
outside accountants for conducting 
bank examinations or reviewing 
auditing procedures. He guessed that 
thousands of smaller banks were get- 
ting along with no more than a blan- 
ket bond and a prayer, and cited some 
cost figures on bank examinations 
that the small banks should consider 
in studying the budget requirements 
of their institutions. 

A plea for continuous audit con- 
trols was made by Mr. Lightbown 
who deplored the fact that while most 
banks are familiar with the advan- 
tages of constant vigilance, many are 
still not converted to the use of these 
controls. He detailed dangers that 
were ever present in the teller, in- 
stalment loan and bookkeeping de- 
partments and even touched on 
the responsibilities that automation 
would add to the auditing depart- 
ment. 

Four more speakers appeared in 
the audit section the second day. T. 
Crawley Davis, Jr., and William H. 
Maclvor discussed the legal aspects 
and methods of conducting directors’ 
examinations. Mr. Davis is resident 
counsel and secretary of the Bank of 
Delaware, and Mr. Maclvor is comp- 
troller of The First National Bank, 
Erie, Pennsylcania. 

“Fixed Cost Accounting” was the 
topic selected by Raymond Coakley, 
auditor of the Harris Trust and Sav- 
ings Bank, Chicago. Raymond T. Dil- 
ley, comptroller of the American 
Fletcher National Bank, Indian- 
apolis, Indiana, reviewed the case for 
increased earnings through cost ac- 
counting. 

Reporting on a year’s experience 
in cost accounting at his bank, Mr. 
Dilley stated that one of the goals 
was to pay more money to fewer and 
more competent people and still re- 
duce the total payroll. The substitu- 
tion of profit sharing for a bonus 
plan introduced a new theme to the 
bank’s employees: “The expenses you 
pare increase the profit you share.” 

According to Mr. Dilley, in the past 
nine months the bank has reduced its 
work force by 43 people, and despite 
increased salaries for the continuing 
employees, total salary expense de- 
creased $7,000 a month. 


Operations Section 


Three timely subjects comprised 
an afternoon session of the opera- 
tions section. A preparedness pro- 
gram, a no-passbook savings plan, 
and drive-in banking were discussed 
in this session. 

“A Preparedness Program for 
Emergency Operations in Banking” 
was the title of an address given by 
G. Edward Cooper, senior vice-presi- 
dent of The Philadelphia National 
Bank, who opened the meeting. In 
the event of an emergency, Mr. 
Cooper stated, the problems that will 
confront banking will include the 
availability of currency, the continu- 
ance of check collections, the partici- 
pation of bank customers and the 
arrangements necessary to make 
credit available. 

To prepare for such an emergency, 
he suggested that one person within 
each bank be responsible for the de- 
velopment of an emergency program 
to protect bank personnel, maintain 
a continuance of management, and 
protect records. 

He further described a recom- 
mended program for the resumption 
of bank operations following an 
emergency. 

A panel that investigated the va- 
rious aspects of no-passbook savings 
accounts included G. T. Lamb, as- 
sistant vice-president, Trust Com- 
pany of Georgia, Atlanta; Emanuel 
Margulies, president of the Com- 
munity Bank of Linden, New Jer- 
sey; and William H. Miller, vice- 
president and comptroller of the 
First National Bank, Fort Lauder- 
dale, Florida. 

Past history, present status, and 
future possibilities of motor banking 
were commented upon by a panel 
comprised of James E. Conklin III, 
assistant cashier, Uniter States Na- 
tional Bank of Denver, Colorado, and 
Charles F. Schwan, cashier of the 
California Bank, Los Angeles. 


Personnel Section 


The increasingly important role 
being played by the auditor and 
comptroller in personnel administra- 
tion functions induced a lively dis- 
cussion in the personnel section. Led 
by an introductory address on the 
participation of these officers in per- 
sonnel administration by Winslow E. 
Pike, vice-president and controller 
of the First National Bank, Atlanta, 
Georgia, a two-man panel outlined 
successful training programs for 
large and medium-sized banks. Panel 
members were Arthur S. Greiner, 
assistant vice-president of the Na- 
tional Bank of Detroit, and Sam 
Britt, vice-president of the First 
National Bank, Memphis, Tennessee. 
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The program ended with a compre- 
hensive analysis of fringe benefits 
‘ paid by banks. This topic was re- 
viewed by Ray J. Miller, vice-presi- 
dent of the First National Bank, St. 
Louis. 


Branch Bank Section 


The branch bank section provided 
still more usable ideas for delegates. 
Topics covered included “The Con- 
cept of a Branch Manager,” “The 
Role of the Branch Bank in Creating 
New Services,” and “How to Keep 
the Head Office Informed.” 

C. D. Terry, Jr., assistant vice- 
president of the Bank of America, 
San Francisco, discussed his institu- 
tion’s plan of delegating increased 
responsibility to the branch man- 


agers, bringing them under staff 
rather than line officer authority. 

The branch bank’s part in creating 
new services was the topic for Clif- 
ford E. Myers, deputy comptroller of 
the Valley National Bank, Phoenix, 
Arizona. Based on the premise that 
branch managers should vigorously 
develop and market enough services, 
at a profit, so that net income from 
the sale of services is comparable to 
net income from the sale of credit, 
the speaker referred to areas aside 
from the purely lending process that 
could increase profits for the branch. 
He urged that creative thinking be 
used to establish new services re- 
search and development. 

Theodore H. Ballmer concluded the 
branch bank session by describing 


techniques employed to prepare 
timely and exact reports to head 
offices. Mr. Ballmer is auditor of the 
Security-First National Bank, Los 
Angeles. He explained the purposes 
of many of these branch reports.and 
also suggested that many reports, 
once studied, could be consolidated 
into fewer reports with less record 
keeping. 

An entertaining finish to the 
Wednesday afternoon sessions was a 
bank idea section held under the dis- 
cussion leadership of Howard L. 
Bauder, assistant vice-president of 
the Pueblo Savings and Trust Com- 
pany, Pueblo, Colorado. Colored 
slides were used to illustrate oper- 
ating ideas selected from banks 
throughout the country. 


BANK ECONOMIC LETTERS 


CONTINUED FROM PAGE 41 


popularity of bank letters to the 
same forces that have fostered the 
acceptability of other types of letters, 
such as market letters which analyze 
securities and market trends, and the 
syndicated letters of individual eco- 
nomic commentators. 

All of these letters, says Mr. Rohn, 
“have as their common demoninator 
an attempt to fill the need of busy 
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executives for information that is at 
once comprehensive, concise, reliable 
and analytical.” 

Bank sponsorship of economic let- 
ters, he believes, is particularly ap- 
propriate, “because sound informa- 
tion is a bank’s stock in trade. It’s 
the most natural thing in the world 
for people to look to bankers for a 
realistic appraisal of the economy.” 

Business News’ “Impact,” accord- 
ing to Mr. Rohn, strives also to spot 
important trends—such as shifts in 
Federal Reserve credit policy—early 
enough to help banks formulate their 
own policies. To document its find- 
ings, the letter devotes its entire 
back page to a recapitulation of key 
economic statistics. The press run of 
the weekly letter now exceeds 55,000 
copies, Mr. Rohn reports. 

Resembling “Impact” both in its 
frequency of publication and four- 
page format is “Trends,” prepared 
for the Chemical Corn Exchange 
Bank by Press Associations, Inc., a 
subsidiary of Associated Press. 
“Trends,” one of the relative old- 
timers among bank letters, was ini- 
tiated by the former Continental 
Bank & Trust Co. of New York City 
in 1934. The letter was taken over 
by Chemical Corn in 1948 as part of 
Continental’s merger into Chemical 
Bank, which subsequently joined 
with Corn Exchange Bank to form 
the present institution. 

Some 125,000 copies of “Trends” 
are currently circulated each week 
under the mastheads of nearly 400 
Chemical Corn correspondent banks 
in this country and overseas. The 
letter usually devotes a full page each 
to developments in Washington, 
abroad, in the business world, and 


also to the developments in finance. 

While most bank letters tend to be 
mainly reportorial, there’s one vener- 
able letter in New York City that 
makes it a point to be opinionated— 
and vigorously so. That’s the “Guar- 
anty Survey,” monthly business and 
economic review of Guaranty Trust 
Company. 

The “Survey,” which dates back to 
1921, invariably features a lead ar- 
ticle that discourses on such major 
themes as inflation, labor monopoly 
or debt management. The rest of the 
letter, which averages a bulky 16 to 
20 pages an issue, consists of at least 
three other main sections, including 
a review of business conditions, sum- 
mary of foreign economic conditions 
and a statistical supplement. 

Guaranty Trust distributes thou- 
sands of copies of the “Survey” 
monthly to leaders of Government 
and business, universities, and news- 
papers in this country and abroad. 
Additionally, the business review 
section is reprinted separately and 
goes to more than 100 banks in the 
U.S. that request copies for distribu- 
tion to customers and stockholders. 

Over the years, the “Survey” has 
picked up numerous awards and cita- 
tions. Among the most recent: The 
George Washington Honor Medal 
presented by the Freedoms Founda- 
tion of Valley Forge, Pennsylvania, 
“for outstanding achievement in 
bringing about a better understand- 
ing of the American way of life,” 
won in 1955; and the Public Utilities 
Advertising Association award “for 
outstanding support of free enter- 
prise in the public utilities industry,” 
won in 1957 and again this year. 

Albert C. Wilcox, a Phi Beta Kappa 
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graduate of lowa State University, 
has edited the “Survey” continuously 
since 1925, taking over the reins two 
years after joining its staff. 

Yet when Mr. Wilcox went to 
Guaranty Trust fresh from academic 
life, the “monthly letter” of the then 
National City Bank was already 
nearly 20 years old. That publication 
started modestly enough, in January 
of 1904, as a four-page monthly cir- 
cular on “United States Securities 
and Government Finance,” concern- 
ing itself mainly, as the title indi- 
cates, with Government bonds and 
related matters. But with the out- 
break of World War I, National 
City’s letter broke out of its narrow 
interest range into discussions of 
general economic and financial af- 
fairs. At about this time, George E. 
Roberts, former director of the U.S. 
Mint, assumed the editorship, mold- 
ing the letter along the lines familiar 
to readers today. 

Mr. Roberts retired in 1940 (he 
subsequently died in 1948) but an- 
other Roberts has continued at the 
helm—his son, George Bassett 
Roberts, vice-president in charge of 
the economics department. Sharing 
in the overall policy-framing for the 
“Letter” is Alan H. Temple, First 
National City executive vice-presi- 
dent for public relations and eco- 
nomics. 

In a typical monthly issue, usually 
consisting of 12 pages, a F.N.C.B. 
“Monthly Letter” runs the gamut of 
U.S. and international economic af- 
fairs with carefully researched and 
reasoned articles—as in a recent is- 
sue when there were discussions on 
the business outlook; U.S. fiscal pol- 
icy; implications of the outflow of 
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gold from this country to the stock- 
piles of other lands; and an analysis 
of corporate earnings. A staff of some 
20 persons in the bank’s economics 
department has a hand in putting 
out the “Letter.” Mr. Roberts’ chief 
assistant is Vice-President Norris 
Johnson. 

The circulation of the F.N.C.B. 
“Letter” has been expanding in recent 
years at a clip of about 10,000 copies 
annually to reach the present 260,000 
level. Requests for copies pour in 
from over the world. One that espe- 
cially touched staff members came 
from a New York City woman who 
explained that before their deaths 
both the husband and son had been 
faithful readers of the “Letter.” 
Would the bank start sending copies 
to her teen-age grandson so that he 
might carry on the tradition? (It 
did.) 


ANK-LETTER “fever” is mount- 
ing at still other New York City 
banks. For example, Chase Manhat- 
tan Bank used to issue a quarterly 
economic review; now that survey, 
“Business in Brief,” is being brought 
out once every two months. And 
Bankers Trust Company, once con- 
tent to issue one major outlook study 
a year, now also puts out a weekly re- 
port on the technical aspect of bank- 
ing and the securities markets. 

The Hanover Bank of New York 
issues a monthly four-page analysis 
of business conditions written by its 
consulting economist, Dr. Marcus 
Nadler, New York University finance 
professor. The bank’ carefully ap- 
pends an explanatory note stating 
that the opinions are the writer’s 
and do not necessarily reflect those 
of the bank. 

While New York City bank letters 
normally provide a broad view of the 
economy, letters emanating from 
other key financial centers of the 
country often stress regional devel- 
opments. This is true, to a greater 
or lesser degree, in the case of First 
National Bank of Boston’s “New 
England Letter’; First Security 
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a 


News Letter of the First Security 
Corporation, Salt Lake City-based 
bank holding company; and the 
monthly epistle of First National 
Bank in Dallas, signed by Vice-Pres- 
ident-Economist Arthur A. Smith. 


N the other hand, the compactly- 

written Cleveland Trust “Busi- 
ness Bulletin” and the handsomely- 
illustrated “Review” of Chicago’s 
First National Bank concentrate 
largely on the national scene. So does 
the weekly one-page “Summary” of 
St. Louis’ Mercantile Trust Company. 
But Chicago’s' American National 
Bank & Trust Co. entirely eschews 
the general picture to focus on in- 
stalment credit alone. 

Perhaps the largest single group 
of commercial banks in the Western 
Hemisphere to utilize bank letters 
are the Canadian chartered banks. 

For the some dozen commercial 
banks in the Dominion (and their 
several hundred branches each), 
bank letters are regarded as an ideal 
means of keeping U.S. businessmen 
posted on Canadian economic trends. 
These letters vary in content from 
the Royal Bank of Canada’s ringing 
editorials, to the factual reports on 
basic Canadian developments pre- 
sented in the “Monthly Review” of 
the Bank of Nova Scotia. 

The Toronto-based Bank of Nova 
Scotia letter has an added distinc- 
tion. It’s one of the few anywhere to 
be put out by a woman—Dr. Lucy 
Morgan, head of the bank’s econom- 
ics department, and wife of an 
economics professor. 

In the U.S., the Federal Reserve 
Banks present a solid front in the 
matter of issuing monthly letters. 
Such commentaries, of course, are 
provided in keeping with the infor- 
mation-disseminating function of 
the quasi-Governmental institutions. 
This research, along with the mate- 
rial contained in the Monthly Bulle- 
tin of the Federal Reserve Board, 
provides useful grist, to be sure, for 
the bank letters penned by and in 
behalf of commercial banks. 
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STOCKHOLDER MEETINGS 


CONTINUED FROM PAGE 43 
times keep his temper for to do other- 
wise will cause him to make snap 
decisions that can be successfuly ob- 
jected to under the rules and by law; 
he will make personal comments to 
individuals that stockholders will 
move to have stricken from the 
record; he will create more uproar 
than he can control and what started 
out as a decorous affair will wind up 


in a three-ringed circus which will 
make him as presiding officer appear 
ridiculous. 

Since nearly every question per- 
taining to the bank’s business must 
be answered, the chairman has little 
opportunity to evade and should un- 


der no circumstances appear evasive: © 


At big banks there are always ques- 
tions as to the top two or three sal- 
aries, plus bonus or profit-sharing: 
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the chairman, if he does not know the 
answers, should have the comptroller 
handy to provide the information. So 
also for highest pensions paid, and 
for round-figure estimates of the 
earnings of this or that department 
of the bank. But if a stockholder asks 
for too intimate a breakdown of the 
earnings figure for some department 
which might give a competitor unfair 
advantage, the chairman can refuse 
to answer on that ground. He may 
also refuse to answer whether the 
paying tellers of the bank get more 
salary than do receiving or note 
tellers, and similar questions relat- 
ing to what salaries members of the 
staff are getting. To such a query he 
may say merely that to answer it in 
full would be disruptive of staff har- 
mony and, in the interest of the 
stockholders, should not be revealed. 
Armed usually with a heavy proxy 
vote, the chair may at times appeal 
to stockholders present to support his 
rulings by a vote. If the reason for 
his decision is sound invariably he 
will get a resounding vote of con- 
fidence. 


HE adept chairman will cut short 
that small minority of stockhold- 
ers who like to make long-winded and 
often self-laudatory speeches, by po- 
litely interrupting them to remark 
on the rapid passage of time. He may 
even pointedly remark that the 
speakers must stick to the business 
of the meeting and of the bank; if 
they persist in talking aimlessly he 
may, as a last resort, bring his gavel 
down with a thump and say that he is 
regretfully forced to declare them 
out of order. 
The capable chairman usually will 
make it a point that the speakers, 
if unknown, will identify themselves 
so that the secretary may keep a 
record: this practice avoids post- 
meeting disputes over who said or 
did this or that. The quick-witted 
chairman also will have a constant 
weather eye open for questions that 
are, by all rules, out of order. For 
example a discussion of whether the 
Republicans or the Democrats have 
the best pending banking bill on some 
subject is out of order on political 
rrounds. Questions as to why a com- 
petitor bank is doing a better job on 
some particular banking function 
often are ruled out of order on the 
rround that this particular annual 
meeting was not called to discuss the 
usiness of competitors. If there are 
questions about pending litigation 
affecting the bank, the chairman 
nust use his judgment about an- 
wering, since his meeting is a pub- 
‘icly recorded affair. Theoretically, at 
least, he must be aware than any 
comment he makes might be used 
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against him and prejudice the bank’s 
case in the litigation. Stockholders 
may be frankly told of refusal to 
answer on those grounds. 

Under no conditions must a bank 
chairman or president be inveigled 
into discussing relations between the 
bank and its customers—whether an 
account is satisfactory, how much is 
it borrowing, what is the average 
deposit, etc. Such relationships, like 
those of a lawyer and client, are priv- 
ileged. Obviously to discuss in a pub- 
lic meeting the affairs of any cus- 
tomer could not only result in quick 
loss of valued business but also might 
involve litigation to boot. There is 
one exception to this rule: if a cus- 
tomer has gone into bankruptcy it 
may be proper to discuss those as- 
pects of his affairs that are already 
on the public record. But the wise 
presiding officer will confine his re- 
marks to the bank’s potential loss and 
probable recovery, avoiding danger- 


ous detail that may harm the bank. 

Once in a blue moon a stockholder 
opposition group will spring full- 
grown at an annual meeting, in which 
case the chairman will calmly assess 
its importance, in percentage of stock 
ownership (which he should know in 
advance by proxy count) or by the 
invariable hullabaloo that always ac- 
companies even an_ insignificant 
proxy fight. If the group is of rela- 
tively small importance, as to stock 
ownership, he may let it talk and 
vote its head off and later receive 
plaudits for his impartiality. If his 
bank has cumulative voting, how- 
ever, he may have to resign himself 
to having an uninvited member of 
the board of directors. Generally 
speaking, stockholder fights are for- 
mally settled at annual meetings, not 
begun at them. 

It is always important for the pre- 
siding officer at an annual meeting 
to realize that he is the boss, so long 


¢ Sd ° 


as he conducts himself according to 
the by-laws, the law, parliamentary 
law (he should bone up on Roberts 
Rules of Order) and, generally, be- 
have like an urbane, courteous and 
likable human being. He may also 
take comfort in the fact that while 
the stockholders at the meeting are 
under certain limitations as to the 
business at hand, he can say anything 
he pleases, within the limits of good 
taste. He may even use his annual 
meeting as a launching platform for 
new bank policies, self advertising, 
or announcement of new fields of ac- 
tivity for the bank. The annual meet- 
ing can be an excellent public rela- 
tions sounding board. It’s always up 
to the presiding officer to decide how 
and what will happen. To be success- 
ful under unusual circumstances, 
however, he has to have a lot on the 
ball. That, however, is a faculty one 
is not usually born with—but it can 
be learned, if one is patient. 


FINANCIAL INSTITUTIONS BILL 


CONTINUED FROM PAGE 47 
a pretext for dragging the hearings 
on further. 

There were 20 days of public hear- 
ings in July and August of 1957 and 
15 more days in January and Feb- 
ruary of this year. Promptly upon 
their conclusion the committee went 
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into executive consideration of the 
bill. This took 15 more days and then 
ran out of time at Easter recess. 

Because Mr. Spence expected his 
committee to finish its consideration 
and report out the Financial Institu- 
tions Bill to the House, he had 
scheduled hearings on three anti- 
recession bills immediately upon the 
return of Congress. This meant that 
his committee had to put the Finan- 
cial Institutions Bill aside. In the 
pressures that developed as the ses- 
sion went on Mr. Spence never did 
find the time to take up the Financial 
Institutions Bill again and it died 
with the 85th Congress. 

In view of this legislative history 
the charge that the Bill did not have 
adequate consideration is patent 
nonsense. And so was the charge that 
substantive changes in law were 
slipped ‘into the legislation by bank- 
ers who then attempted to pass the 
bill off as a codification only. The 
record of the Senate hearings is con- 
cerned with the examination of the 
substantive changes. This bill was to 
be a _ re-codification which would 
modernize the laws governing bank- 
ing and credit. This meant deleting 
some, re-writing others and writing 
wholly new provisions to meet the 
changes that have occurred. There 
were no bones made about that in 
the Senate—which takes away the 
element of surprise in Mr. Patman’s 
“discovery” of substantive changes 
having been made in the Financial 
Institutions Bill. 

Discounting those as opening plays 


in a political chess game, what were 
some of Mr. Patman’s and Mr. Mul- 
ter’s more serious charges? 

They boil downto two. The others 
involve legislative histrionics and 
are couched in words, phrases and, 
in some cases, Biblical invective that 
were calculated to make the charge 
sufficient unto itself. An answer to 
such rhetoric was hardly expected. 
Curiously enough, neither Mr. Pat- 
man nor Mr. Multer concerned him- 
self too much with some of the 
controversial features of the bill 
which the financial community was 
at such pains to resolve, such issues 
as bank mergers, savings and loan 
branch offices and liberalized lending 
authority. They completely ignored, 
of course, the reforms that the bill 
would have brought about. That 
angle did not fit in with their con- 
tention that this was a big bankers’ 
bill. 

To organized labor Mr. Patman’s 
most rousing charge involved one 
sentence in one section, namely 35 (a) 
of Title 1, which, he contended, 
would place a “major loophole” in 
Federal usury laws for conditional 
sales contracts and certain types of 
installment paper. He talked about it 
as a “gimmick” surreptitiously in- 
serted by bankers to thwart Federal 
usury statutes. 

Mr. Patman submitted a number 
of questions about it to Chairman 
William McChesney Martin of the 
Federal Reserve Board who pre- 
sented his answers in the record of 
the House Banking Committee hear- 
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ings. Let’s look at what the Fed said 
was its understanding of these 
matters. 

The Fed agreed that the new sen- 
tence would change the Federal law 
established by a decision of the Su- 
preme Court back in 1881 in the case 
of National Bank v. Johnson. In that 
case the court held that the acquisi- 
tion by a national bank of outstand- 
ing promissory notes from the owner 
was a “loan or discount” and there- 
fore subject to the limitations on the 
rate of interest a national bank may 
charge. 


HEN the Fed commented: 

“Broadly speaking, it appears 
that the proposed amendment would 
place a national bank on a basis of 
equality with other lenders in its 
State, whereas under the doctrine of 
the Johnson case national banks are 
subject to more severe restrictions 
in this respect, at least in some juris- 
dictions.” 

Mr. Patman said the 35(a) sen- 
tence would also change another 
more recent court decision involving 
conditional sales contracts. Not so, 
said the Fed. Here it is from the 
record of the public hearings: 

“In Daniel v. First National. Bank 
of Birmingham [C. A. 5, 1955] 227 
F. 2d 353), the court interpreted the 
transactions, as a factual matter, to 
have been loans by the national bank 
to the purchasers of certain motor 
vehicles, even though in form the 
transactions were conditional sales 
at a ‘time price,’ the conditional sales 
contracts then being sold by the 
dealer to the bank. Under the court’s 
interpretation of the facts, in such 
cases there is no ‘purchase of obliga- 
tions * * * from the actual owner 
thereof,’ which is the subject matter 
of the proposed new sentence in 
section 35(a). Accordingly, the 
statutory change that would be 
effected by enactment of section 
35(a) apparently would not change 
the law as pronounced and applied by 
the court of appeals in the Daniel 
case,” 

The Fed commented on a number 
of other points in the handling of 
conditional sales contracts and then 
added: 

“Apart from such exceptional 
situations, however, it is believed 
that the proposed amendment would 
plate each national bank on a basis 
of equality, in this respect, with 
other lenders in its State, including 
State banks.” 

Mr. Patman continued to fight 
Section 35(a) for months after 
March 18 when the House Banking 
Committee, rather than delay with 
nore argument on the point, voted in 
2»xecutive session to strike it out. 
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Another doubt was created about 
the possibility of so-called “sleeper” 
provisions, to discredit this bill. This 
one was supposed to lie in Section 45 
of Title 1 which authorized national 
banks located in communities of 
fewer than 5,000 inhabitants to act 
as insurance agents and real estate 
brokers. It was contended that this 
was an authorization that was re- 
pealed 40 years ago; that it is not 
law any more. And it was duly noted, 
of course, that the Senate report on 
the bill overlooked an alleged sub- 
stantive change in law by describ- 
ing the section as continuing the 
provisions of existing law. 

Comptroller of the Currency Ray 
M. Gidney had no doubts about the 
law being in effect. His office has 
regulations for administering it and 
has been enforcing it for years. He 
held that the 1916 insurance authori- 
zation was not subsequently repealed 
at all. The Federal Reserve Board 
saw it the same way. And so too did 
counsel for—the Senate and House 
Banking Committees, Mr. Rogers 
and Robert L. Cardon. 


R. Patman saw dangerous possi- 

bilities in the situation even 
though only 77 national banks, 1.6 
per cent of all of them, were engag- 
ing in this business. But the House 
Banking Committee was not stam- 
peded. In executive session it agreed 
to permit those banks which were 
providing this service to continue, 
subject to compliance with State li- 
cense requirements. 

There were impassioned pleas all 
on behalf of the plight of the little 
man, so beloved politically, in such 
issues as cumulative voting, mergers, 
etc. But there was little opposition 
attention to the provisions that 
strengthen the powers of the banks’ 
supervisory authorities. 

These included such features as 
the prohibition against conflict of 
interest by supervisory agency em- 
ployees; the requirement for the dis- 
closure of the identity of major 
stockholders; the authority to limit 
dividend payments by national 
banks; the strengthening of the pro- 
cedure for the removal of bank offi- 
cers and directors for unsafe and 
unsound practices; the strengthen- 
ing of the procedure to terminate 
FDIC insurance; the prohibition 
against political contributions by 
insured banks; and others. 

Who killed Cock Robin is a murder 
story, but not a mystery. It is also a 
record—and a written one—of tac- 
tics that could be used again and 
again against legislation important 
to the banking community and the 
general public. 
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Agency: Campbell-Ewald Company 

National Shawmut Bank of Boston, The............ 24 
Agency: Harold Cabot & Company, Inc. 

Northern Trust Company, The.............................. 56 


Agency: Waldie & Briggs, Inc. 


P 


Peoples First National Bank & Trust 
ON ERE CE AE ts RO PEO EL es 30 
Agency: Ketchum, MacLeod & Grove, Inc. 

Protection Equipment Company, Incorporated..58 
Agency: Faber Advertising, Inc. 

Prudential Insurance Company of America, The..7 
Agency: Reach, McClinton & Company, Inc. 


R 
Republic National Bank of Dallas........................ 91 
Agency: Glenn Advertising, Inc. 
Riggs National Bank, The........................ 3rd Cover 


Agency: Robert M. Gamble, Jr., Inc. 


Ss 


Security-First National Bank of Los Angeles......9 
Agency: Foote, Cone & Belding 

Silent Glow Oil Burner Corporation, The.......... 97 
Agency: William Schaller Company, Inc. 

Standard Paper Goods Manufacturing 





Fi ae Re PULA EL AE RSE OT ARLENE SLE 102 
Agency: Howard Wesson Company 
EL hy Eee ee ae Pe MS 96 
Direct ° 
Strayer Coin Bag Company, Inc 74 
Direct 
wy 
Talcott, Incorporated, James..............................---- 54 
Agency: Dean C. Wolf & Associates, Inc. 
Tension Envelope Corporation.............................. 69 


Agency: Potts-Woodbury, Inc. 
Todd Company Division, 





Burroughs Corporation, The.............................. 86 
Agency: Campbell-Ewald Company 
Toronto-Dominion Bank, The................................-. 78 
Agency: James Lovick & Company, Ltd. 
Trust Company of Cuba, The 50 
Direct 
U 


Union Bank & Trust Company of Los Angeles..55 
Agency: Milton Weinberg Advertising Co. 
Union Planters National Bank of Memphis......33 

Agency: Lake-Spiro-Shurman, Inc. 
United States Bronze Sign Company, Inc........... 90 
Agency: Maxwell Sackheim & Company, Inc. 


Valley National Bank............ 6 
Agency: Jennings & Thompson 
Advertising, Inc. 
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Winters Stamp Manufacturing Company.......... 98 
Agency: Byrde, Richard & Pound 


Burroughs Clearing House 
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